
Easy to Read and Worth heading 


How to 
Make a 


A Prominent Southern Dealer Urges Greater 
Consideration of the Specialty Lines—See 
Page 25. 


Are You 
Getting 


Of the Consumer’s Dollar? An Eastern Dealer 
Tells How the Downtown Store Draws New Cus¬ 
tomers, in the Article Commencing on Page 18. 


Did You Know That a Big Furniture Company 
Has Inaugurated a Planning, Building, and House 
Furnishing Service on the Monthlv F ; ment 
Plan? See Page 42. 
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The Building Material Merchant 



IT Showing method of laying up manholes and catch 
II basins, using special Consolidated concrete units that 
^ are now stocked by many dealers II 

There’s a demand for these masonry 
units in every civilized community 


A recent development in municipal 
construction work is the use of 
curved concrete blocks for laying up 
manholes and catch basins. 

Engineers and contractors find this 
construction much more economical 
1 —a mason and two helpers can lay 
up an ordinary manhole in one hour 
—the highway is closed to traffic for 
a minimum period. The individual 
units are dense, the joints are water¬ 
tight and neither inside nor outside 
plastering is required. 


Wherever there is underground 
construction, there’s a steadily in¬ 
creasing demand for these new units. 
Some dealers stock them, others 
make them. 

If there’s a plant near you making 
Consolidated manhole blocks, get in 
touch with them. If the blocks are 
not made in your territory, interest 
yourself in a plant for their manu¬ 
facture. We’ll be glad to send you 
complete descriptive circulars. 



ADRIAN, MICHIGAN 


Please read page sixty-eight 
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TIGER FINISH IS SOLD ONLY THROUGH RECOGNIZED DEALERS 



-up with a Leader 

TF EVEKy PRODUCT you handle is a leader in its 
L line, your advertising will be more effective; you 
will make quicker sales; you will not have to under¬ 
sell; your turnover<will be faster and your profits bigger. 

5 Line up with a leader. 


TIGER is leader of 


THE KELLEY ISLAND LIME 

Leader Building : “World’s Largest Producer 


TRANSPORT CO. 

: Cleveland, Ohio 


c The ‘famous 


TIC 



rr An d—T\^er Mason’s, Tiger Agricultural, Tiger' 
Chemical, Tiger All-Purpose Hydrate in I(Mb. 
II packages, and High Calcium and Magnesium 
Lump Limes. AlsoQuickslake (Ground Quick- 
lime) in paper-lined jute sacks. 


I FIN ISH 


Please read page sixty-eight 
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The Building Material Merchant 


Become 

a Johns-Manville dealer ... 
and secure,,, 

SIX unequalled advantages 


"f As a Johns-Manville dealer you sell a line known 

•** for outstanding quality of manufacture and un> 
failing dependability—products such as the fa¬ 
mous Johns-Manville Rigid Asbestos Shingles. 

2^ A Johns-Manville dealer makes money. He is 
part of a great national distributing organization, 
so built as to offer him the greatest opportunity 
for a quick turnover and the making of a fair 
profit. No dealer is urged to carry a complete 
stock—nor a larger stock than the business in 
his territory will justify. He has the advantage 
of Johns-Manville stocks, warehoused for him 
within trucking distance. 

The Johns-Manville sales and advertising plan 
not only sells Johns-Manville products but helps 
sell all the other lines you carry as well. Success¬ 
ful sales plans are instituted for every Johns- 
Manville dealer by an experienced Sales Repre¬ 
sentative. Sales promotional campaigns, includ¬ 
ing signs, letters, folders, booklets and newspaper 
advertisements, are provided to meet the needs 
of your particular locality. 


4 You identify yourself with the Johns-Manville 
organization, its 50 years of experience, its re¬ 
sources, reputation and responsibility. This 
name is already known to your customers. They 
have confidence in it. 
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Johns-Manville is not merely content with the 
sale of merchandise to its dealers. That is only 
the first step in a plan which concludes in the 
resale of that merchandise to the dealers’ cus¬ 
tomers. As a Johns-Manville dealer you will get 
the profitable new business being built up among 
your customers by the national advertising cam¬ 
paign which is selling every home owner and 
prospective home owner in your community on 
Johns-Manville building materials. More than 
206,000,000 selling messages on Johns-Manville 
products will reach the home owners of America 
during 1928—in more than 85 publications. 


New and needed products—all worthy of the 
Johns-Manville name—are now being prepared 
for introduction into the building material field. 
They will be released to Johns-Manville dealers 
as soon as they are ready to meet the demand. 


T HIS plan is based on proved facts — not theories. It is the result of 
50 years’ experience in the building material field. Over 3,000 
JohnS'Manville dealers throughout the country endorse this plan for 
only one reason—it works! Some dealer in your community is going 
to sell JohnS'Manville products—and profit by the potential business 
being built up just outside your door. If you are interested in becoming 
a JohnS'Manville dealer, fill out and mail the coupon today. 


-| MASTER -mo/M" ASBESTOS # "I "I 

I ohn s -Ivlanviile 

J ASBESTOS SHINGLES 


JOHNS-MANVILLE CORPORATION 
New York, Chicago. Cleveland, San Francisco 
Branches In all large cities 
Canadian Johns-Manville Co., Ltd., Toronto 
(Mail this coupon to branch nearest you) 
Tell me more about the new Johns-Man¬ 
ville Dealer Plan. 

Name. 

Address. \ .....". 

City.State... R _9i_9 


Please read page sixty-eight 
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67 want Hydro-Plastic 


This is the demand of builders today. They are getting 
amazing results with Hydro-Plastic—difficult concrete 
jobs are finished in much shorter time and the concrete 
remains waterproof and oilproof. 

Miami Hydro-Plastic Cement is plastic—easily workable. 
It is greater in density—greater in strength. Many 
builders tell us it is the finest cement they have ever used 
for basement walls, floors, pools, sewers, footings, ma¬ 
sonry mortar, stuccoing 

and wherever permanent -....7: 

strength and waterproof- 

ness is needed. * PL 

Write for complete details WJ 
Southwestern Portland « 

Cement Company m M 

42 N. Main St. Dayton, O. ■ 


Please read page sixty-eight 
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Construction scene on road up Signal Mountain. Southern Paving 
Construction Co., Chattanooga, Tenn., General Contractors. Signal 
Mountain Portland Cement used exclusively. 

A Four Square 

Dealer Policy 

The Signal Mountain Portland Cement dealer is backed by 
an organization that recognizes the fundamental sound¬ 
ness of distribution through dealer channels; an organiza¬ 
tion that excels in prompt delivery to the dealer who is 
enabled to quickly give service on carloads or less, to the 
end that the ultimate consumer may specify and buy with 
confidence. 

Outstanding construction achievements throughout the 
South testify to the superiority of Signal Mountain Port¬ 
land Cement, both from the standpoint of 
unvarying quality, and “on time” deliveries 
under all conditions. 

“It Reigns Where It’s Poured” 
^IGNALj J^OnUTAIN; 

p© RrriLAxNj©> CB^jiwr r c©wti pajnjy 

. a c6WhAm 

CHATTANOOGA, TENN. 


This trade mark 
identifies every sack 
of Signal Mountain 
Portland Cement. 



Please read, page sixty-eight 
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The mark of a good steel window that sells 
at a moderate price 
—AND— 

Yields a man-size profit 


The three important things to remember 
about Federal Steel Windows are: 

First— Federal Steel Windows are an im¬ 
provement over all others. Extra strength, all 
welded joints, double protected ventilators, 
and cadmium plated fittings are among their 
special features. 

. Second —Federal Steel Windows are priced 
right. You can meet competition if you sell 
them. 

Third —Our dealer plan is right. The mod¬ 
erate price of Federal Steel Windows is not 
maintained at your expense. They yield the 
fair profit to which you are entitled. 

Doesn’t that constitute a proposition just 
about made to order for dealers? 

Ask us for the details, and see if it doesn’t! 


Federal Steel Sash Company 

600 Lincoln Ave., Waukesha, Wis. 

A complete line warehouse stocks at principal centers 


Our line includes welded solid steel Fac¬ 
tory Windows, Store Fronts, Utility Win¬ 
dows, Skylights, and Cellar Windows, All 
of them are made right and priced right. 

The Federal Plan is a money maker for 
dealers. Write now for the details of it. 


^Federal Steel Sash Co., 

I 600 Lincoln Ave., Waukesha, WIs. 

I Gentlemen: What about the attractive 
I Proposition? I’d like to know (without 

| obligation, of course). 

j Co. Name . . . 

| Address . 

| Mr . 

j City . state . 


Please read page sixty-eight 
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Two of the Model SD Internationals 
owned by the Wagner Material and Coal 
Company , of Urbana, Illinois 


If You Are Planning an Investment in 
Truck Equipment. read this carefully 


Important Facts Regarding 
International Speed Dump Trucks 


T HE International Model SD Speed 
Trucks were designed particularly for 
use with automatic dump bodies or hoists. 
They are ideal trucks for all kinds of mate¬ 
rial hauling in the service of builders. 

Outstanding Performance— 

In every department of the building industry 
the Model SD truck has established records 
for ruggedness and endurance. Long truck 
life is built into every model. Dependability 
under all conditions and loads is assured by 
exacting care in the manufacture of every 
component part and each individual unit. 

—Assured by These Features 

The Model SD International (rated capacity 2 
tons) is available with either 4- or 6-cylinder de¬ 
tachable L-head type engine. A 117-inch wheel¬ 
base and an irreversible, worm-and-gear sector type 


steering system makes it easy to turn very short. 
Dry plate, double-disk clutch. Transmission has 
4 forward speeds and 1 reverse. Chrome-molyb¬ 
denum steel rear axle shafts with spiral bevel-gear 
drive. Internal expanding type brakes operating 
in rear wheel drums. Half elliptic front, inverted 
cantilever rear springs. Heavy truck cord tires. 

Dump Bodies in Several Styles 

Automatic or gravity type steel dump bodies, and 
dump bodies with hydraulic underbody hoists are 
available for either SD-44 or SD-46. Can be fur¬ 
nished in square or round cornered, rattle-proof 
types. Swinging partitions for “batch mixes” or 
gate restricting devices for material spreading can 
be supplied. 

If you are planning an investment in truck equip¬ 
ment, visit the nearest International Branch or 
dealer and ask for more information about thfc 
Model SD Dump Truck, or any of the seven other 
Internationals available for your business. Ask 
also for particulars about the “160 company-owned 
branch service stations.” Write direct for illus¬ 
trated descriptive catalog. 


INTERNATIONAL HARVESTER COMPANY 

606 So. Michigan Ave. Chicago, Illinois 

INTERNATIONAL 


Please read page sixty-eight 
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LIEN LAW 
and FORMS 

Published by Hart Publishing Co. 


“Materialman’s Lien Law and Forms” (Northern 
States Edition), a new book (441 pages) of particular 
interest to material dealers has been received. This book 
explains in clear, concise language the lien rights of the 
material dealer. The authors are lawyers of the various 
states, including 


Maine 

Massachusetts 
Connecticut 
New York 
New Jersey 


Delaware 

Maryland 

Pennsylvania 

Ohio 

Michigan 

Indiana 


Illinois 

Missouri 

Wisconsin 

Minnesota 

Iowa 


A good digest of the materialman’s lien law is given 
with the local customs and peculiarities of each state. 

A complete set of legal forms used in obtaining, assign¬ 
ing and releasing liens is given. 

This book is handsomely bound and will be found use¬ 
ful to material dealers who desire a good working knowl¬ 
edge of their lien rights so they can avoid making sales 
where there is any doubt about the security of their lien. 
It is also useful as a guide in claims where a lien is in¬ 
volved. 

Price $10.00 Delivered 


Mail orders to 

THE BUILDING MATERIAL MERCHANT 

139 North Clark Street Chicago, Ill. 


Please read page sixty-eight 
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Blaw-Knox Company, 616 Farmers Bank Bldg., Pittsburgh, Pa. 

We are interested in expanding our yard facilities and would like to have 
detailed and complete information about the items we have checked:— 

STEEL BINS WEIGHING BATCHERS □ INUNDATION □ 

Capacities . ...Q VOLUME BATCHERS □ READY MIXED CONCRETE Q 

Firm Name _,_ _ _ 




City 


From wooden bins two years ago to six Blaw-Knox 
STEEL BINS— and then the business grew . 

Customers from Akron and miles around wanted W. E. 
Wright Company SERVICE , a service that is speedy 
and dependable. 

Two more yards and seven more Blaw-Knox STEEL 
BINS were put into operation to supply the constantly 
growing demands for sand, stone, gravel, coal, coke, and 
batched material. 

This experience of the W. E. Wright Company is a 
striking example of the work done by Blaw-Knox in 
modernizing the yards of Building Supply Dealers 
throughout the United States. 

The best and most 
successful dealer in 
your town will have a 
Blaw-Knox equipped 
yard — completely 
laid out by experi¬ 
enced Blaw-Knox 
Engineers. 

Your ambition will 
prompt you to fill in 
and mail the coupon. 


BIAYHKNQX 

YARD EQUIPMENT 


for W.L Wright Co., Akron, 0. 


Please read page sixty-eight 
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“I AM A LINE MANAGER 

and have been requested by my general office 
to get a copy of your book. This is the first 
time I have ever received a request from my 
company to ask for a piece of literature put 
out by a manufacturer.” 

The “book” referred to by this dealer is 
one phase of the constructive work which 
dealers and Lehigh are doing. Full particulars 
will be sent promptly upon receipt of the 
coupon below. 


LEHIGH PORTLAND 
CEMENT COMPANY 


Allentown, Pa. New York, N. Y. Chicago, Ill. 
Birmingham, Ala. Spokane, Wash. Buffalo, N. Y. 
Boston, Mass. Philadelphia, Pa. Baltimore, Md. 
Richmond, Va. New Castle, Pa. Pittsburgh, Pa. 
Cleveland, Ohio Mason City, la. Kansas City, Mo. 
Minneapolis, Minn. Omaha, Neb. 



"Lehigh” means Dependability 



MILLS FROM COAST TO COAST 



Lehigh Portland Cement Co., Box 38-1, Allentown, Pa. 

Send without obligation details of your free cooperative plans for 
increasing volume and profits in the building material business. 


Name_ 



Address. 


Please read page sixty-eight 
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Helping the Dealer Put 


The Kalman Line 
of 

Building Products 

Rib Kalmanlath 
Diamond Mesh Kalmanlath 


Cup Kalmanlath 
Trofff Sheet Kalmanlath 
Flatrib Kalmanlath 
Va” Rib Kalmanlath 
Cold Rolled Channels 


His Sales on a More 
Profitable Basis 


Hot Rolled Channels 
Corner Bead 
Base Screed 
Base Bead 


Selling on a profitable basis requires some¬ 
thing more than simply pounding the streets 
making calls. 


Concealed Picture Mould 
Stucco Reinforcement 
Stucco Reinforcement Nails 
Expanded Metal 
Crimpt Metal Furring 
Hangar Rods 
Tie Wire 
Staples 
Nails 

Flats and Angles 
Kornerite 
Kalmanlath Strips 
Dome Dampers 
Chimney Thimbles 
Coal Chute Doors 
Ash Dumps 
Ash Pit and Flue 
Cleanout Doors 
Basement Windows 
Lintel Angles 
Wall Plugs and Ties 
Steel Buck and Bead 
Kalmantrim 
Kalmantruss Joists 
Removable Steel Tile • 
Permanent Steel Tile 
Column Forms 


Successful selling today includes an up-to- 
date line of products aggressively backed by 
the combined selling efforts of both the dealer 
and manufacturer. 

Looking over the Kalman line of building 
products will carry you from cellar to attic. 
It will carry you through a line of products, 
the qualities and selling features of which 
help to make your selling problems easier. 

In addition, they are the kind of products 
that assure a substantial volume of repeat 
orders—orders that show a greater margin 
of profit—orders that help put your sales on 
a more profitable basis. 

Check the side column—then write, phone or 
wire our nearest office for any information 
you may want. 


KALMAN STEEL COMPANY 

Plants or Offices at 

Chicago New York Buffalo Detroit Boston Baltimore 

Pittsburgh Syracuse Milwaukee Philadelphia St. Paul Atlanta 

Kansas City Dayton Minneapolis Youngstown Charlotte Niles 

Houston Washington Newark Columbus 

Export Office—New York 


KALMAN LATH 


Please read page sixty-eight 
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»THIS 



is a U. S. Post Office Receipt 

It shows exactly how many copies of “THE MERCHANT” 
were mailed last month 



The receipt reproduced above was issued by the same United States 
Government Post Office that backs money orders. It issued that receipt 
as an acknowledgement of the fact that our August mailing of THE 
BUILDING MATERIAL MERCHANT AND BUILDING MATE¬ 
RIALS totaled 5,739 pounds for one day’s delivery to them. 

The average weight per copy (as you can discover by weighing your 
own copy of last month’s issue) was 3.65-f ounces. Consequently this 
receipt for 5,739 pounds represents 25,125 copies of the magazine. 

During the past year we have mailed out over 25,000 copies each 
month to firms selling building materials—a total of over 300,000 copies 
of THE MERCHANT. 

This is an economic and valuable service that makes it possible to 
reach every worthwhile distributor of building materials throughout 
the nation. 

There is no substitute for complete field coverage 


Alabama . 127 

Arizona . 96 

Arkansas . 169 

California . 1030 

Colorado . 290 

Connecticut . 206 

Delaware . 90 

Dist. of Col. 54 

Florida . 373 

Georgia . 185 

Idaho . 177 

Illinois . 1922 

Indiana . 1162 


Mail Distribution by States 

Iowa . 1321 Nebraska . 579 

Kansas . 673 Nevada . 39 

Kentucky . 493 New Hampshire 49 

Louisiana . 107 New Jersey . 628 

Maine . 55 New Mexico . 31 

Maryland . 161 New York . 2184 

Massachusetts.. 446 North Carolina. 143 

Michigan . 965 North Dakota .... 715 

Minnesota . 1105 Ohio . 1525 

Mississippi . 92 Oklahoma . 637 

Missouri . 698 Oregon . 221 

Montana . 301 Pennsylvania ..2058 

August , 1928, Total, 25,125 Copies 


Rhode Island... 64 
South Carolina.. 62 
South Dakota ... 115 

Tennessee . 156 

Texas . 1149 

Utah . 118 

Vermont . 101 

Virginia . 221 

Washington . 335 

West Virginia.. 263 

Wisconsin . 1248 

Wyoming . 96 

Foreign . 40 


Please read page sixty-eight 
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Y i u \ 

Ambassadors 
of Goodwill / 


I 


magazines, business and 
technical publications, 
Lone Star Cement adver¬ 
tising consistently features 
the Lone Star dealer sign. 
Business-getting mailing 
pieces are supplied the 
dealer for his own use. Pro¬ 
fessor Duff A. Abrams, 
Director of Research of the 
International Cement Cor¬ 
poration, is furnishing tech¬ 
nical suggestions to archi¬ 
tects and engineers. The 
good-will thus developed is 
yours. During 
1928, 16,444,- 
888 advertise¬ 
ments are your 
ambassadors of 
good-will, send 
ing every pos- 


For fobs that must be used in a 
h u r ry, tel l “ I ncor" Cement. “ I ncor” 
produces 24-hour concrete of 
assured permanence. 


sible user of cement to the 
Lone Star dealer’s door. 

Lone Star dealer co-op¬ 
eration is more than just a 
printed message. It means 
a consistent policy of sell¬ 
ing only through the Build¬ 
ing Material Dealer. This 
policy applies whether the 
dealer happens to be locat¬ 
ed in a cross-roads town 
of five hundred population 
or a metropolis of five 
million. 

Quality of product and 
sincerity of cooperation — 
on this basis the 
Lone Star deal¬ 
er is assured of 
the maximum 
profit from his 
cement busi¬ 
ness. 


INTERNATIONAL CEMENT CORPORATION 

NEW YORK 

One of the world's largest cement producers—13 mills, annual capacity 
20,000j000 barrels 

ALABAMA PORTLAND CEMENT COMPANY Birmingham. Ala. 

ARGENTINE PORTLAND CEMENT COMPANY Bueno* Aire*. Argentina 
THE CUBAN PORTLAND CEMENT CORPORATION Havana. Cuba 


INDIANA PORTLAND CEMENT COMPANY 
THE KANSAS PORTLAND CEMENT COMPANY 
KNICKERBOCKER PORTLAND CEMENT CO.. Inc. 

LONE STAR CEMENT CO. OF PENNSYLVANIA 
LOUISIANA PORTLAND CEMENT COMPANY 

TEXAS PORTLAND CEMENT COMPANY Dallas and Houston. Texas 

URUGUAY PORTLAND CEMENT COMPANY Montevideo. Uruguay 

VIRGINIA PORTLAND CEMENT CORPORATION Norfolk. Va. 


Indianapolis, Indiana 
Kansas City. Mo. 

Albany. N. Y. 
Philadelphia, Pa. 
New Orlea 


P/ease read page sixty-eight 
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Multi-Wall Paper Bags 


Immediately remove the objec¬ 
tionable features of your Quick 
Lime Business. 

Manufactured with the proper number of plies 
to suit product and conditions, these bags are 
tough, durable, waterproof and moisture proof 
—no air slacking when Multi-Wall Paper 
Bags are used. They will stand rough treat¬ 
ment. 



Easily Handled 
Easily Stored 
No Trouble with Returns 
Cleaner Warehouses 


Buy your cement , 
lime , plaster and 
quick lime in 
Multi-Wall Paper 
Bags. 


Made By 


THE VALVE BAG COMPANY 


Toledo, Ohio 


Please read page sixty-eight 
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Making Selling Easy 

Every House Must Have a Roof—Attractive Exhibits of 
a Few High Grade Materials Simplify the Selling 
of Quality Roofing Materials to Prospects 


By M. L. 

T HE roofing business presents 
many problems to the building 
material merchant. There is al¬ 
most unlimited variety of roofing mate¬ 
rials of asbestos, asphalt, clay, cement, 
metal, wood, slate, metal,—in innumer¬ 
able styles, involving shapes and thick¬ 
nesses and an array of colors that out- 
color Joseph’s famous coat. 

It is obvious that it would be utterly 
impossible for a building material mer¬ 
chant to stock all the styles, kinds and 
colors of roofing that seem to meet pub¬ 
lic fancy. Indeed, he would find it diffi¬ 
cult to provide the necessary warehouse 
space. Even did he have such stocks, 
the chances are that he would have a 
surplus at the end of the building sea¬ 
son that would represent an actual busi- 


CONKLING 



Practical exhibits simplify the selling 
problem 
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The office partition is used for displaying clay roofing products 


ness loss because fickle fancy is ever 
changing styles. 

There is no better means of breaking 
down sales resistance and clearing the 
way for easy sales, than attractive ex¬ 
hibits of a few styles of high grade 
materials in actual use. With such ex¬ 
hibits the dealer can effectively impress 
upon a prospect the beauties and quali¬ 
ties of a limited line of high grade ma¬ 
terials. 

There is much truth in the old saying 
that “showing means selling.” The mer¬ 
chant will find that a carefully devel¬ 
oped display will often lead a prospect 
to forget the roof that may have met 
his fancy while on a Sunday afternoon 
auto ride. Such a display is to be found 
in the salesroom of W. J. Porter, San 
Jose, Calif., who is actively promoting 
Johns-Manville asbestos roofing and a 
line of clay tile roofing materials. This 
display was built for the primary pur¬ 
pose of demonstrating the beauties of 
asbestos and clay roofing products. It 


serves its purpose well. The illustra¬ 
tions portray the effectiveness of the 
exhibits in Mr. Porter’s display room. 
Here a prospect may examine quality 
roofing materials in “actual use,” and 
in sufficient variety to enable him to 
make a satisfactory selection. 

One of the exhibit units represents 
the upper part of a home in Norman 
style with turret, gables and steep 
pitched roof. The facades of the turret 
and the gables are finished with as¬ 
bestos shingles. This exhibit gives a 
prospect a very impressive picture of 
color tones, and styles. The gabled end 
on the extreme right displays blue-black 
asbestos shingles. The main roof sec¬ 
tion is covered with color-blend asbestos 
shingles. The shingles on the side of the 
gable are of a clay tone. 

The partition wall separating the 
office from the main display room con¬ 
stitutes another unit of the display. 
This has a sort of double-decked roof. 
The upper deck displays three clay tile 
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units, namely, hand-made Mission, Cor¬ 
dova and Escalona. The lower deck dis¬ 
plays American-Spanish, Los Angeles 
Spanish tile and Tudor shingles. 

It was the aim in developing this dis¬ 
play room, which is 30 ft. long and 20 
ft. wide, to create a sort of garden set¬ 
ting. The concrete floor is painted green 
and the ceiling is finished in a blue and 
white sky effect with overhung clouds. 
Garden vases, urns and potted plants 
and ferns help to create the desired at¬ 
mosphere. While it is not clearly shown 
in the illustrations, the concrete floor 
contains a brick walk through the cen¬ 
ter, leading to the office. On the left 
walls several shingle styles are cleverly 
displayed behind a trellis, the center 
panel of which consists of rough, color- 
blend and copper tone shingles. The 
wood work of the trellis is painted 
green and tan. 

The exhibit of the Porter Company 
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contains some real practical sales ideas 
for dealers selling roofing materials or 
who are actively promoting the reroof¬ 
ing business. It is difficult to sell from 
warehouse stocks because a prospect 
cannot visualize the real beauty nor 
can he grasp the importance of quality 
from bundles or piles of shingles. On 
the other hand, place these same 
shingles in various styles of laying and 
in different color effects in an “actual 
use” exhibit and a prospect can more 
easily absorb the details of your sales 
talk and the merits of your products. 
Such exhibits are representative of the 
higher forms of merchandising. 

Every house has to have a roof. Peo¬ 
ple are paying more attention to roof¬ 
ing now than ever before, because they 
realize that the roof can be a matter of 
beauty as well as a utility. Attractive 
displays make it easy to demonstrate 
these factors in quality products. 



Thus the way is simplified for the prospect to get a clear idea of various 
kinds of asbestos shingles 
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A downtown store that attracts building material buyers 


How to (OH 

Qet lour Mare 


Of the Consumer s Dollar—Keen Competition Makes it Necessary 
for the Building Material Merchant to Establish a Modern Building 
Material Store That Can be Easily Reached by the Public 


H AVE you given serious consid¬ 
eration to the matter of estab¬ 
lishing a retail store? Here are 
some pertinent thoughts on this impor¬ 
tant matter from an alert merchandiser 
of building materials in the east, of un¬ 
usual interest. The company in ques¬ 
tion is the Glens Falls Brick & Lumber 
Corporation of Glens Falls, N. Y., of 
which Mr. D. P. De Long is president. 

A few months ago the Glens Falls 
Company opened a retail store in the 
city’s business district. The primary 
fact motivating the development of this 
store, according to Mr. De Long, was 
that the manufacturers of luxuries have 
been and are getting more than a fair 


share of the consumer dollar. That 
portion of the consumer dollar which 
should be spent for new homes or im¬ 
proving homes, has been finding its way 
into the coffers of the automobile 
dealer, the radio dealer and other places 
where the ultimate benefits to the buyer 
and to the community are not nearly 
commensurate with the benefits that 
would accrue to the individual and the 
community were the dollar directed 
along more substantial lines. In other 
words, the building material merchant 
has not been receiving a fair share of 
the consumer dollar. 

To divert at least a reasonable pro¬ 
portion of this dollar into building ma- 
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terials, Mr. De Long decided to use the 
merchandising strategy exercised by the 
retailers of luxuries. He established a 
retail building material store in a good 
location in the business district where 
the greatest number of prospective buy¬ 
ers could be contacted personally. 

The company’s yard is located 1% 
miles from the business district. Mr. 
De Long states: “We could not get the 
people to come out here, no matter what 
we had to show or regardless of how 
we might advertise. There was but one 
thing for us to do. Mahomet had to go 



to the mountain because the mountain 
would not come to him, likewise, we de¬ 
cided to go where we would be in closer 
touch with the people as we could not 
get them to visit our yard. 

“In locating our yard in the business 
section, we have had one important 
thing indelibly impressed upon us, that 

is, while the woman may not necessarily 
be earning the family income, she exerts 
a powerful influence in the spending of 

it. I should say that three out of the 
four customers we have in our new store 
are women. Past experience has dem- 
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onsirated to us that the greater portion 
of them would not come to our yard, a 
mile and three quarters from the retail 
center regardless of what we had to 
offer. 

“The average lumber yard is not a 
place to attract buyers, least of all, 
women and it seems to me that it is a 
duty that the material dealers owe to the 
people to make their yards more attrac¬ 
tive places so that the ladies as well as 
the men can shop easily and conven¬ 
iently. If the yard is not within a rea¬ 
sonable distance of the business district, 


The average lumber yard is 
not a place to attract buyers. 

The store plan enables the 
dealer to far more effectively 
promote his goods than ever 
before. 

Hardware and paints should 
pay the overhead expense of 
operating a store. 

Three out of four customers 
who come into our store are 
women. 

D. P. Delong, President 

Glens Falls Brick and Lumber Corporation , 
Glens Falls , New York 


dealers should establish stores in the 
retail section. 

“I cannot lay too great stress on the 
mistake it seems to me has been made 
and is still being made throughout the 
country in opening up these stores 
purely for showrooms. They should be 
sales rooms where the dealers display 
and sell at retail, not only the so-called 
specialty lines but also the staple lines. 

“We feel that the hardware and paints 
should pay the overhead expense of 
maintaining and operating a store of 
this kind. In our particular case this 
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Fireplace furnishings and materials for fireplace construction have proved 
a profitable line. The view below shows a combined roofing and face 

brick display 


has worked out as we planned. 

“The dealer who opens up a store foi 
the promotion of one product and one 
product only is certainly making a mis¬ 
take if he does not make his store a 
retail place for all of the lines he is 
handling. He must not overlook the 
fact that in this day he is in competi¬ 
tion with drug stores and hardware 
stores. Nowadays the dealer is looked 
upon as the source of everything for 
building. If his lines are not complete, 
the establishment of a store gives him 
the opportunity to render the complete 
service looked for by the people. 

“As a matter of fact, a store plan 
enables him to far more effectively pro¬ 
mote his goods than ever before. If the 
dealer will include hardware, fireplace 
fixtures, paints and the innumerable 
other items that go along with the build¬ 
ing material business he will undoubt¬ 
edly find his store successful and profit¬ 
able.” 


store possibly would not pay expenses 
this year. That is, it would not reflect 
an actual cash profit through the cash 
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register. As a matter of fact this was 
not expected. 

“But,” he said, “we are running our 
sales up now to a very reasonable 
amount and we are well pleased with 
our first six months’ business.” 

There are other factors, however, that 
can be logically charged to the profit 
account. For instance, the Glens Falls 
company has made several contacts with 
prospective home builders in the new 
store which resulted in the sale of ma¬ 
terials from the yard for several new 
houses. The store is not directly 
credited with this business. However, it 
is a very effective demonstration of the 
fact that small sales of small articles 
frequently lead to the sale of some 
mighty fine orders—and it must not be 
overlooked that there is usually a sure 
and substantial margin of profit on the 
smaller things. 

Mr. De Long also calls attention to 
the fact that the store has been an im¬ 
portant help in the matter of collections. 
Many small accounts are paid at the 


store by people who did not find it 
convenient to run out to the plant to 
pay them and who are seemingly ignor¬ 
ant of the fact that Uncle Sam has a 
pretty good post office department. 

Mr. De Long lays especial emphasis 
on the idea that dealers should not en¬ 
deavor to establish merely show rooms 
and he also calls attention to the fact 
that good sales locations are sometimes 
difficult to obtain. 

“What a dealer wants,” he says, “is a 
combination retail store and show room. 
We do not believe that a show room in 
itself is worth the expense, looking at it 
from a dollar and cents standpoint. 
The man in charge of the show room 
might just as well be selling merchan¬ 
dise and it is surprising how many peo¬ 
ple are constantly in the market for 
small hardware, paint and other house¬ 
hold utility items that can be readily 
sold in a store.” 

The illustrations give one a very good 
conception of the high grade store that 
has been opened by the Glens Falls 



An atmosphere of neatness and orderliness prevails in the Glens Falls Company 9 s 

new store 
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Brick & Lumber Company and the va¬ 
riety of lines carried. The store is 17 
feet wide and 60 feet long. It affords 
space for display of fireplace furnish¬ 
ings, breakfast nooks, cabinets, built-in 
ironing boards, show cases, etc. It is 


Specialties Handled by Glens 

Falls Brick & Lumber Co. 

Bathroom Cab¬ 

Kitchen Cabi¬ 

inets. 

nets. 

Brushes. 

Mortar Colors. 

Builders Hard¬ 

Mail Boxes. 

ware. 

Nails. 

Dampers. 

Paints. 

Face Brick. 

Roofing. 

Fireplace Fur¬ 

Stucco. 

nishings. 

Telephone 

Garbage Receiv¬ 

Stands. 

ers. 

Varnishes. 

Garage Hard¬ 

Wall Finishes. 

ware. 

Wall Board. 

Hollow Tile. 

Weatherstripp- 

Ironing Boards. 

ping. 


the plan to install some open tray dis¬ 
play tables on which popular low-priced 
items may be displayed as is done in 
the chain stores. 

The officers of the Glens Falls Brick 
& Lumber Co. are D. P. De Long, presi¬ 
dent; A. J. De Long, vice-president; and 
R. T. De Long, secretary. 

The information contained in this ar¬ 
ticle undoubtedly answers many of the 
questions that come to the minds of 
building material merchants who are 
debating whether to establish a retail 
store. It was cheerfully furnished by 
President De Long, who finds it a pleas¬ 
ure to help other dealers solve their 
business problems, if he can do so. 


Another Old Theory Exploded 

T HE widespread belief that brick 
absorb water, thus producing damp 
walls, is without foundation, according 
to Committee C-3 of the American So¬ 
ciety for Testing Material. This com¬ 
mittee has direct supervision of tests 
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made by the Society, and recently re¬ 
ported on the question of water absoro- 
tion by bricks as follows: 

“There appears to be a widespread 
belief that the percentage of absorption 
of individual bricks is a governing fac¬ 
tor in the ability of brick masonry to 
resist moisture penetration. It has been 
conclusively shown that this belief is 
erroneous. On the contrary, a certain 
amount of absorption in the brick assists 
in obtaining a better bond between brick 
and mortar and therefore a more water¬ 
tight joint. Any water penetration in 
brick masonry undoubtedly passes 
largely through the mortar joint and 
not through the brick. This committee 
has always felt that if absorption per¬ 
centage has any significance it is as a 
possible measure of that quality of 
brick masonry known as durability.” 


Or a Greasy Pole 

I T’S easy enough to slide down the 
price-cutting hill, but it’s a steep and 
rocky road coming back, as explained 
by a Birmingham dealer as follows: 

“Many of our competitors are chang¬ 
ing their merchandising policies. They 
have found during the past two years of 
price cutting that there is no money in 
it, and are now striving to climb back 
up the hill to a living price level. Their 
course is a difficult one. They are 
known among the trade as ‘price cut¬ 
ters,’ and it is hard, indeed, to get back 
to list when your reputation as a char¬ 
acter dealer is gone. You have much 
to be thankful for in this respect. You 
have maintained your prices, and have 
no apologies to make now, while your 
competitors are explaining and plead¬ 
ing in their effort to get out of this cut- 
price mire. If you’re right on the job 
some new customers are going to swing 
your way .”—Southern Builder. 
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Headed for Discard 


Proposed, Model Lien Law Fails to Meet Approval of Commission 
on Uniform Laws—Amendments Virtually Eliminate Protection for 

the Material Dealer 


T HE future looks dubious for the 
proposed lien law that was to have 
been developed by the department 
of commerce Lien Laws Committee as a 
model lien for adoption by the respec¬ 
tive states. The contracting interests, fi¬ 
nancial interests and others who appar¬ 
ently have been trying to corral all the 
benefits that might accrue through such 
a law have succeeded in incorporating 
in the proposed draft provisions that 
amply protect everybody except the 
building material merchant and virtu¬ 
ally leave him holding the bag in case 
of default on the part of the contractor. 

Not Endorsed 

Based on the objection of the mate¬ 
rialmen to amendments inserted into the 
proposed document at the behest of 
those who apparently do not believe the 
materialmen are entitled to suitable pro¬ 
tection, the Commission on Uniform 
Laws has refused to indorse or approve 
the uniform act in its present form. This 
commission, made up of members of the 
American Bar Association, was espe¬ 
cially created to pass upon laws sug¬ 
gested for indorsement by the states. 
If a proposed law receives the approval 
of this commission, it is the custom of 
the American Bar Association to lend 
its support to the proposed act before 
state legislatures. 

The commission has indicated that it 
does not believe it wise to advocate or 
recommend any act which has the 
unified opposition of materialmen since 
such an act would not have much chance 


of being adopted by many legislatures. 

It is now proposed that the draft be 
held over until next year so that fur¬ 
ther effort can be made to bring about 
a meeting of minds by the contractors 
and materialmen on an act that would 
gain the support of both groups. 

Only Ten Per Cent 

The amendments to the draft, which 
would practically have eliminated any 
protection for the material man, pro¬ 
vided that the owner of property who 
employs a contractor, need hold back 
only 10 per cent of the contract price 
of the improvements, or of the reason¬ 
able value of material, if there is no 
contract price, until 35 days after the 
substantial completion of the improve¬ 
ment. The material man can force the 
owner to withold a larger amount of 
money by serving notice that he has a 
contract to furnish so much value, or 
has furnished so much value, and has 
not been paid by the contractor. Be¬ 
fore such notice is served the owner 
can freely pay 90 per cent of the con¬ 
tract price or the reasonable value to 
the contractor and leave his property 
entirely free from the claims of mate¬ 
rialmen to that extent. The proposed 
act also provides the laborer shall have 
a priority in his lien rights over the 
materialman. The result of this situa¬ 
tion is bound to be one of two condi¬ 
tions, according to Frank S. Tyler, coun¬ 
selor for the Southwestern Lumbermen’s 
Association: 

(a) The owner can relieve himself 
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and his property of all responsibility 
or damage by paying the contractor as 
soon as the building is complete, or even 
before, 90 per cent of the contract price, 
and under pressure from the contractor 
he will have a tendency to do so. If the 
contractor absconds or is insolvent, or 
has misfigured his contract and lost 
money on the deal, the materialmen will 
find they have as security for their ma¬ 
terials furnished, not a lien on the prop¬ 
erty, but that there is a sum equivalent 
to 10 per cent of the contract price or 
the value minus all claims for unpaid 
labor and probably minus set-offs for 
defective material, subject to their de¬ 
mands; that is, there will be a sum sub¬ 
stantially less than 10 per cent of the 
contract price or reasonable value to be 
pro rated among all unsatisfied mate¬ 
rialmen, and the property itself cannot 
be touched, nor can the owner be held 
personally liable. 

Notice With Every Load 

(b) The materialman realizing that 
if the contractor is unreliable or insol¬ 
vent, or has made a mistake on this par¬ 
ticular job, the small amount of money 
referred to in the foregoing will not be 
sufficient to satisfy the deficiency owing 
to all the materialmen, will protect him¬ 
self by serving notice that he is going to 
claim a lien on this property. If he has 
a contract price for the material he is 
to furnish he will serve notice on the 
owner that he is going to claim a lien 
just as soon as he makes the contract. 
If there is no contract price he will serve 
a notice with every load of lumber he 
delivers to the effect that he has now 
furnished so much value in material 
and that he will claim a lien therefor. 
He will serve this notice with every de¬ 
livery, because if he does not the owner 
might pay the contractor and the mate¬ 
rialman’s security be immediately re¬ 
duced to the insignificant percentage re¬ 


ferred to above. If the materialman for¬ 
gets to serve these notices when selling 
to a contractor he risks very substantial 
loss. If he does serve the notices the 
owner will be irritated by the implied 
mistrust of the contractor and the con¬ 
tractor will probably be more than irri¬ 
tated. 

Many other of the proposed provi¬ 
sions were unsatisfactory, but the dis¬ 
approval of the proposed draft largely 
centered around the proposed amend¬ 
ments which would have deprived the 
materialman of any reasonable protec¬ 
tion. 

It is not considered likely that the 
lien law committee will endeavor to 
foist a proposed act upon the states, 
that does not bear the approval of the 
Commission on Uniform Laws. 

Mr. Tyler says: “I believe the situa¬ 
tion from the standpoint of lumbermen 
is now well in hand. While we would 
gain something from a really good uni¬ 
form act, we would lose heavily in the 
value of our present means of security 
if any such act were adopted as that 
now proposed. We must defeat any 
such act, even though there never be a 
uniform mechanic’s lien act.” 


Must Be Careful 

FORMER judge who had become 
cashier in a western bank, once 
declined to honor a check that a 
stranger had presented. 

“The check is all right,” he said, 
“but the evidence you offer in identify¬ 
ing yourself as the person to whose 
order it is drawn is scarcely sufficient.” 

“I have known you to hang a man on 
less evidence, judge,” was the stranger’s 
response. 

“Quite likely,” replied the judge, 
“but when we’re giving up cold cash 
we have to be careful.” 
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H t 7 Make a Sure Profit 


Keen Competition and Low Margins Are Characteristic of 
the Staple Lines—Greater Business Success and Assured 
Profits Lie in an Intelligently Directed Specialty Department 

By V. H. Kriegshaber 

V. H. Kriegshaber & Son , Atlanta , Ga. 


V. H. Kriegshaber in his attractive office 


T HE retail side of the building ma¬ 
terial business is undergoing re¬ 
markable changes; changes that 
might be termed revolutionary. In for¬ 
mer years, the source of the few staple 
building materials in demand was the 
“lumber yard” and the proprietor was 
generally known as the “lumber dealer.” 
In the larger cities there are two types 
of dealers, the mason supply dealer and 
the lumber dealer. 


During the past generation, nay even 
shorter, during the last decade, our liv¬ 
ing standards have attained a much 
higher plane than ever before. The 
higher standards are reflected in home 
designing, construction and furnishings. 
National prosperity has benefited every¬ 
one, and there has been general demand 
for those things that contribute to 
pleasure, comfort and convenience. 

The new order of things involves 
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structural beauty plus utility, the more 
extensive use of fire resistant materials, 
and the installation of special mate¬ 
rials and units unheard of a generation 
or so ago. 

Concurrent with these changes in liv¬ 
ing standards and in home standards 
there have come changes in the build¬ 
ing material business. Among the lum¬ 
ber dealers the more progressive have 
taken it upon themselves to furnish 


all right in the old days when we were 
not geared up to the present high stand¬ 
ards and when each dealer had his own 
line of customers and sufficient to af¬ 
ford him a satisfactory living. But as 
has been often repeated, the times have 
changed. There is greater and more 
varied demand upon the building mate¬ 
rial dealer. Those who confine their 
business to a limited line of staples are 
operating in a highly competitive mar- 



Kriegshaber’s ready-built mantel 
and face brick displays, A large 
number of specialties are notv 
carried , but it is the plan to in¬ 
crease the lines in accordance 
with popular demand 


In order to make his in¬ 
vestment yield the great¬ 
est returns , the building 
material merchant must 
operate a veritable build¬ 
ing material department 
store 


everything required for the construc¬ 
tion of the modern home. In fact, the 
lumber dealers have elected to term 
themselves “building material mer¬ 
chants,” because of the fact they are 
merchandising such a wide variety of 
materials and specialties. 

The hard material dealers have been 
a little slower to grasp the import of 
the economic changes taking place and 
have been content to promote the staple 
lines and a few specialties. This was 


ket on a narrow margin of profit. 

The fellow who gets the important 
business today is the fellow who puts 
up the best story of service and, all too 
often, due to the inability of some deal¬ 
ers to live and let live, sales of the 
staple lines center around the price fac¬ 
tor. In other words, to get business in 
a highly competitive market the dealer 
must not only give unusual service but 
in addition must often sacrifice profit. 
This hurts. We are in business to make 
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a profit. Every business man is entitled 
to a far return on his investment and 
for the effort he puts forth. But it seems 
this is not to be had in the staple lines 
and the only alternative for the dealer 
is to turn to the wide and almost un¬ 
limited line of specialties which as yet 
carry a fair margin of profit. 

There are many reasons why he 
should do so. It is not logical that the 
retailer of building materials be the one 
to furnish the public everything it re¬ 
quires for construction purposes? 
Should not the established building ma¬ 
terial dealer take on the new lines 
rather than permit the marketing of 
these things by businesses in no wise 
allied with the building material busi¬ 
ness? If we ignore them we only en¬ 
courage new competition. 

This is evidenced by the fact that we 
see on all sides of us companies being 
established for the sale of materials that 
logically should be handled by the 
building material merchant. The mail 
order houses, chain stores, drug stores, 
general merchandising stores and the 
wrecking companies are gradually add¬ 
ing to their lines building materials 
that we should be selling from our own 
warehouses. They have recognized the 
sales and profit values in things we 
term specialties, many of which rapidly 


become staples because of their popu¬ 
larity and the great demand for them. 

Use of some of these specialties often 
entails the use of some of the staple 
lines. There is a warning in this and we 
must not overlook that it is but a short 
step from the steel specialty lines, for 
instance, to cement and lime plaster 
and other staples. 

We dealers pride ourselves on being 
authorities on building materials. We 
cannot long maintain our prestige as 
such if we continue to ignore popular 
demand for the many substitutes for 
wood, the varied line of steel units and 
the numerous fabricated, ready-to-in- 
stall units that are constantly being 
placed on the market. By ignoring them 
we but invite the public to make its pur¬ 
chases elsewhere. 

A factor that should make us look 
with favor upon the idea of expanding 
our lines so that we may render a very 
complete material service is the tend¬ 
ency on the part of buyers to concen¬ 
trate their purchases in one place as 
far as possible. This means that the 
staple lines give excellent opportunity 
for selling the many things which we 
now term specialties and likewise the 
specialties, in turn, afford the oppor¬ 
tunity to sell the staple lines. 

Taking cognizance of the new order 



General Headquarters , V. H. Kriegshaber & Son , Atlanta 
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The vault in the Kriegshaber office serves 
as part of the face-brick display 


of things and to assure that our long 
experience and investment bring us a 
fair return, we have from time to time 
added specialties to our building mate¬ 
rial lines. In our warehouse and dis¬ 
play rooms are to be found ready built 
mantels, insulating board, disappearing 
stairways, ironing boards, metal coal 
chutes, fold away table sets, concealed 
beds, mail boxes, medicine cabinets, 
waterproofing and cement hardening 
specialties. We have found these lines 
not only easy to promote but we have 
found them profitable lines. 

Our success with this limited assort¬ 
ment of specialties has led us to believe 
that it is to our distinct advantage to 
inaugurate what we shall term our 
specialty department for the promotion 
of all lines that consistently come with¬ 
in the realm of building materials. We 
have employed a man to take charge of 
this department and his duty is to take 
on and promote those things which he 
deems practical and for which there is 
a reasonable market in our territory. 


We cannot help but feel this is a step 
in the right direction for, in line with 
the trend of the day, the building mate¬ 
rial business must be far more than 
the source of supply for commonplace 
staple lines. To be successful in the 
highest degree it must be a veritable 
building material department store, 
serving the public with every require¬ 
ment for any type of construction. 

In conclusion, I might add that 
our reroofing department, inaugurated 
about two years and a half ago, has 
been quite successful. Since its estab¬ 
lishment we have furnished and applied 
materials for more than a thousand re¬ 
roofing jobs in and around Atlanta. 

The success we have had with our re¬ 
roofing department is convincing to us 
that we shall be equally successful with 
our specialty department, provided we 
employ in its development the progres¬ 
sive sales promotion and sales creating 
tactics to which we attribute the success 
of our reroofing department. 

We cannot urge too strongly that 
building material dealers prepare them¬ 
selves to meet the diversified public de¬ 
mand for materials. In what are now 
termed specialties lie greater success 
and greater profit. 


Super-Highway to Replace 
Canal 

HE Miami and Erie Super-Highway 
Association (Ohio) has been formed 
to promote the conversion of the historic 
Miami and Erie Canal into a four-lane 
highway. Beginning at Toledo on the 
north, the new highway will pass 
through Defiance, St. Marys, Piqua, 
Dayton, Middletown, Hamilton, to Cin¬ 
cinnati. The old canal, a century old, is 
no longer used. Its proposed abandon¬ 
ment presents an opportunity to provide 
a much needed highway between these 
important industrial cities. 
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Forty Uses 

For Hollow Tile—Maybe You Can Add to the List—It Shows 
a Wide Range of Markets for the Hollow Tile You 
Are Now Carrying in Your Yard 

By Edward C. Kearth, Secretary 
Hollow Building Tile Association , Chicago 


H OW and where to get more busi¬ 
ness? That is an every-day busi¬ 
ness problem with the building 
material merchant. He is interested in 
more than just the ordinary movement 
of his stocks. He wants increased turn¬ 
over, for the greater the turnover, the 
greater the return on investment. 

One of the most practical ways to in¬ 
crease turnover, is to study a particular 
product, learn the varied uses for which 
it is adaptable, and then promote it ac¬ 
cordingly. Progressive dealers often 
find wider and better uses for material 
than was originally intended by the 
manufacturer. Materials that are ap¬ 
plicable to a number of uses naturally 
are more marketable than those mate¬ 
rials which have a limited use. 

Forty Uses 

This is especially true of hollow tile. 
Here is a product that is easily stored, 
-does not need special shelter, is not 
affected by climatic conditions, and is 
not subject to deterioration or decay. 
It is a staple line of many uses. It may 
be used in practically any kind of con¬ 
struction, be it a small home, a modern 
skyscraper, or a giant industrial plant, 
because it is standardized as to shape 
and size, and can be applied in con¬ 
struction with ease and rapidity. 

However, there are numerous outlets 
for the sale of hollow tile, many of 


which are often overlooked by the man 
who stocks and sells it. Here is a list 
of forty uses for hollow tile. Look it 
over. Undoubtedly you can add to it, 
in which event you will have a more 
comprehensive list of uses in which 
hollow tile will give complete satisfac¬ 
tion: 


Acid Tanks 

Floors 

Air Shafts 

Feeding Sheds 

Aerial Covers 

Garages 

Ash Pits 

Heater Rooms 

Back-Ups for Ma¬ 

Foundations 

sonry Walls 

Incinerators 

Basement Floors 

Insulating Walls 

Boiler Room Parti¬ 

Load Bearing Walls 

tions 

Lofts 

Bulkheads 

Parapets 

Bins 

Partitions 

Cellar Shelves 

Penthouses 

Cess Pools 

Platforms 

Chutes 

Piers 

Cisterns 

Stairs 

Drying Rooms 

Roof Construction 

Decks 

Root Cellars 

Drainage Pits 

Silos 

Elevator Enclosures 

Troughs 

Evaporator Tanks 

Yats 

Fireproofing 

Vegetable Storage 
Enclosures 


Regardless of whether you are lo¬ 
cated in a small town or a big city, or 
what branch of the agricultural indus¬ 
try you are catering to, you will find 
there is a market for hollow tile for 
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some of the uses shown in the fore¬ 
going. 

When you feel that you have evolved 
a list in accordance with the possible 
trade requirements in your territory, go 
over it with your salesmen with the idea 
of developing a plan for getting the 
business. In many of the special uses, 
the best way to develop sales will be by 
an individualized mail campaign and by 
personal contact with prospects. 

Economical 

For any of these uses, hollow tile 
commends itself as an economical ma¬ 
terial, and the development of the busi¬ 
ness but awaits more aggressive mer¬ 
chandising activity on your part. 

Specialized construction will often 
offer you the opportunity to sell a bill 
of tile. For instance, hollow tile can 
be used as an insulating material for 
the outside of fuel oil and gasoline 
tanks, eliminating the necessity of an¬ 
nual painting and materially aiding in 
reducing losses incident to evaporation. 

A new field has likewise been opened 
up in the construction of hangars for 
aircraft, for which hollow tile provides 
fireproof, permanent and economical 
construction. 

Selling Service 

Wide-awake dealers everywhere recog¬ 
nize the sales possibilities of hollow 
tile, and they are availing themselves of 
the engineering and sales advisory serv¬ 
ices obtainable at general headquarters 
of the Hollow Building Tile Association, 
Engineering Building, Chicago. 

In promoting hollow tile you are at 
the same time opening the way for in¬ 
creased sale of mortar and plastering 
materials. Whether the tile is to be used 
for a hog house on a farm or for a flat 
arch in a modern skyscraper, you will 
have the satisfaction of knowing that 
you have a satisfied customer—and sat¬ 
isfied customers mean repeat business. 



ULY construction in the territory east 
of the Rocky Mountains reached a 
total of $583,432,400, according to 
F. W. Dodge Corporation. The area 
covered in this record consists of 37 
states and includes about 91 per cent of 
the total country. The above figure was 
the highest July contract total on rec¬ 
ord. It was 9 per cent ahead of the 
total for the same month of last year, 
but there was a drop of 10 per cent 
from the total for June of this year. 

Last month’s record brought the total 
amount of new building and engineer¬ 
ing work started since the first of this 
year up to $4,028,299,900, establishing 
a new high record for new construction 
contracted for during the first seven 
months. The increase over the first 
seven months of 1927 was 8 per cent. 

Analysis of the July building record 
showed the following outstanding items: 
$228,734,800, or 39 per cent of the to¬ 
tal, for residential construction; $137,- 
074,700, or 23 per cent, for public 
works and utilities; $95,696,800, or 16 
per cent, for commercial buildings; 
$36,926,400, or 6 per cent, for educa¬ 
tional projects; and $31,399,800, or 5 
per cent, for industrial projects. 

New work contemplated in the 37 
states during the past month reached a 
total of $647,682,700, being a loss of 
37 per cent from the amount reported 
in the preceding month and a drop of 
7 per cent from the amount reported in 
July of last year. 


Scientists have recently discovered 
that paper may be used to keep one 
warm. Business men have long known 
this. Most of us can recall, at least 
one time, when a 30-day note kept us 
in a sweat for a month. 
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Increased Sales 


at Increased Prices—Modern Merchandising Plan Involving Sim¬ 
ple Financing Plan and Certified Materials Meets Hearty Approval 
of Contractors and the General Public—Business Increases in Spite 
of Competition and Summer Lull 


By Edwin Lloyd 


L eadership is undoubtedly the 

best expression of public confi¬ 
dence that the merchant can en¬ 
joy. Acknowledged leadership brings 
with it increased business volume at a 
legitimate profit in spite of competition 
and the various elements that are found 
in a highly competitive market. 

The ideal of leadership is gripping 
the building material field. Modern up- 
to-date business establishments, constant 
promotion and creative-selling activities 
are the order of the day. 

One of the most effective business¬ 
building plans which has been adopted 
by dealers, centers around certified ma¬ 
terials and a simple financing plan. 
This combination has brought to these 
dealers undisputed leadership, and an 
increased volume of business that is 
almost beyond belief. 

Sell at Increased Prices 

While competitors pass the time mak¬ 
ing and unmaking presidents, and their 
truck drivers are detoured from the 
cushions to yard and warehouse work, 
these alert dealers have, in the face of 
the summer lull, increased their volume 
from 25 to 40 per cent at prices ranging 
from ten to twenty per cent above com¬ 
petitive prices. 

These cases are not rare. There are 
many of them. A typical example is 
found in the activities of the Johnson 


Lumber Co., Erie, Pa. The Johnson 
Lumber Co. is selling materials for 
what it terms “Johnson’s Certified and 
Bonded Better Homes.” Mr. Johnson 
issues a certificate of quality covering 
the material furnished on every job. 

Backed by Bond 
A sample of the certificate is repro¬ 
duced. There are a number of blank 
spaces wherein may be inserted the 
names of specialties or any staple lines 
omitted from the list. This is made in 
duplicate, both copies being given to 
the builder— one for framing and hang¬ 
ing in a closet or some place where 
readily accessible, and the other for fil¬ 
ing with his deed and abstract. These 
certificates of quality are backed up by 
a bond for $1,000 guaranteeing the cor¬ 
rect amount, grade and weight of the 
materials sold and delivered by Mr. 
Johnson on a particular job. As a 
matter of fact, the buyer receives with 
each load of materials a special cer¬ 
tificate designating that the material on 


Every building unit 
furnished by the 
Johnson Co, bears 
this stamp and as¬ 
sures the buyer that 
he is receiving ma¬ 
terial of depend¬ 
able quality 
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that particular load is covered by the 
bond. Every piece of material furnished 
for a job, whether it be a piece of lum¬ 
ber, a steel sash, or a can of paint* is 
stamped with a certified material trade 
mark. The buyer is given 48 hours in 
which to inspect and to 0. K. or reject 
the materials. 

The financing plan used by Mr. John¬ 
son has been described previously in 
our pages. It involves the placing of 
junior mortgages on home building or 
home modernizing projects. 

Meets General Approval 

Mr. Johnson, speaking of the effec¬ 
tiveness of this certified materials- 
financing plan, says: 

“This plan strikes the keynote of 
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modern merchandising and better sales 
methods for the building material 
dealer. The reaction on the part of the 
contractor and the consuming public 
has been most gratifying. We are fea¬ 
turing certified and bonded material in 
all of our advertising and the public 
has been quick to take advantage of the 
opportunity to secure materials that 
bear the stamp of quality and dependa¬ 
bility for home building.” 

It is a testimony far more convincing 
than the mere statement that dealers are 
enjoying increased volume at increased 
prices. Dealers in other parts are also 
profiting by the adoption of this com¬ 
bined plan of certified materials and 
junior financing. For instance, the Tem¬ 
ple Lumber Company of Dallas, Texas, 





MflEM 


“JOHNSON CER¬ 
TIFIED AND BONDED 
BETTER HOMES AT 
mWEH COST” are all 
built of quality mater¬ 
ials, nationally known 
and nationally adver- 1 
Used. 

No matter how small 
your investment may be 
when you build your 
home, you will regret it 
if you use poor, cheap 
building materials. 
Every foot of material 
used in “Johnson’s better 
homes at lower cost, is 
guaranteed both by the 
manufacturer and. The 
Johnson Lumber Com¬ 
pany, and that guarantee 
hacked up with a $1,0(10 
bond and the certifica¬ 
tion of The Associated 
Leaders of Lumber and 
Fuel Dealers of America. 

We list here, for your 
information, some of the 
niaterials used in “John¬ 
son's better homes at 
- cost”: 


$ 35 


00 


“JOHNSON CERTIFIED AND BONDED 
BETTER HOMES AT LOWER COST” are 
neither ready-made nor ready-cut p but are built 
to your order of Johnson certified and bonded 
quality materials which you yourself choose and 
specify right here in the rail! and yards 
Lumbo** Company. 






Here's a Beautiful, Little 
“Johnson Certified and 
Bonded Better Home” 


WILL BUILD 
IT FOR YOU 


“BETTER HOMES AT 
LOWER COST” is not a 
catch phrase with The 
Johnson Lumlwr Com¬ 
pany. We insist that all 
the materials used in the 
construction of homes, 
financed by us. be of the 
highest quality — thev 
must be homes that will 
Ik* a source of lasting 
satisfaction and pride to 
the owner and a monu¬ 
ment to this company. 

•S— 

JOHNSON QUALITY 
SPECIAL DESIGNED 
INTERIOR FINISH 
Manufactured In our <mn 
will of kiln dried lumber. 

. 

VICTOR 

WEATHERSTRIPPING 

In eirry Johnson better 
■owe at loner cost. 

SARGENT 

HARDWARE 

The highest grade Build, 
ers* hardware offered. 

Rente*her, the hardware 
8>»ed In a home ran mat« 
spoil its entire 


Typical of the advertising used by Mr. Johnson to broadcast his Certified and 
Bonded Better Home plan 
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has increased its sales 35 per cent since 
the plan was adopted and it is selling 
its materials at prices that are 15 to 20 
per cent higher than other dealers are 
getting. 

The Wilford Lumber Company of 
Beloit, Wis., has furnished material for 
about 75 to 80 per cent of the new 
houses built in Beloit this year. 

40 Per Cent Increase 

John Welch of East Ohio Lumber 
Company, Warren, Ohio, has increased 
his business 40 per cent and the in¬ 
creased volume is at prices that carry a 
fair profit. 

The C. W. Brickley Company of 
Louisville, Ky., has been working under 
this plan for three months. Mr. Brick- 
ley says he has so many prospects com¬ 
ing into his office that his organization 
is hard pressed to handle them. 

You may ask how this has been done. 
As you know, in the mad rush of over¬ 
coming the housing shortage that de¬ 
veloped during and after the war pe¬ 
riod, the public was mulcted right and 
left by those who had no compunction 
about placing a 2 x 6 where a 2 x 8 
belonged or placing studs on 18 to 24 
in. centers in lieu of the standard 16 in. 
In other words, “Jerry” construction 
ruled the day and the home buying pub¬ 
lic, after being severly stung, has been 
and is now placing its business with 
those dealers and contractors who have 
earned a reputation for furnishing good 
materials and doing good work. 

Practical Sales Method 

Secondly, the financing plan has 
greatly simplified the securing of sec¬ 
ond mortgage money at a reasonably 
low cost; and thirdly, these dealers are 
actively promoting an advertising and 
sales campaign, bringing these things to 
the attention of the public. This cam¬ 
paign involves advertising in the local 
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press as shown by the examples, and 
regular mailing of printed matter to 
property owners, contratcors, architects, 
industrials—in fact all business men. 
Thus these progressive merchants broad¬ 
cast to the public the long desired as¬ 
surance of quality in materials and the 
easy financing plan. 

Prestige and Leadership 

Under this plan they have earned an 
enviable prestige and leadership. The 
cut-price factor has not entered into 
selling. Just the reverse has occurred 
as the experience of these dealers is 
that the public is ready to pay a price 
that contains a profit for building mate¬ 
rials bearing the quality stamp. 


This combination business building 
plan did not originate with these deal- 



The “Certificate of Quality" that is fur¬ 
nished in duplicate to home owners 
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MODERNIZE YOUR HOME 

Install the latest huilt-in features and conveniences — 
Make additions—Change it into a revenue-producing du¬ 
plex or apartment house. 

Make Your Horn* Modern, Comfortable and More 
Salable—Build a Oarage or Servant's House 


Have you investigated the 
new Temple modernising 
plan? 

We will put oak floors m your 
old - home, repaint and papor. 
build you a new garage and 
fence, or anything that tt 
takes to modernize, your 
"home, with no down payment, 
end monthly payments as low 
as 110.00 per month. 

Jtint call aad >■> "Explain 


Payments as Low as $10 a Month at 6% Interest 


H AVE you seen the many built-in features and other modern con¬ 
veniences in your friend’s home and wished that your home was 
as attractive and convenient? Or have you promued yourself 
that the leaky roof would be repaired, a garage built, an addition to 
the house? Or maybe you have thought of changing the home into a 
duplex or apartment house? 

in any case it will pay you to 
i talk to us . about your plans and 

A%\ \ n _ take advantage of "our specialized 

knowledge and the new, attractive 
financing plan that is now available. 

Call Us Today for an Estimate 
This Entails Wo Obligation 





Temple Lumber Co. 

“You MUST Be Pleased" 

H L McCLUSKEY Manager 

2508 3. Harwood Phone 4-5192—4-5191 

Kemb.rs by Ifmt.tion—leader. of Lumber and Fuol 
Dealer* of America 


Only Certified, Bonded and 
Guaranteed Material. 

The qnalily of construction is certified bonded 
and guaranteed under the Temple Plan. We 
Rive ^ou s' bond hf quality in the Kew T«rk 
Indemnity Company that guarantees the quality 
of every item used 


The possibilities which lie in the modernizing of old homes cannot be overestimated . 

dds such as these have brought much of 
ers. It is a business proposition that this business to the Temple Lumber Co. 
has been developed by the Associated 
Leaders of Lumber and Fuel Dealers, 

Wrigley Building, Chicago, from whom 
complete details of the plan may he 
procured. It is being successfully used 
by many dealers. Of especial signify 
cance is the fact that approximately 60 
per cent of the loan applications cover 
modernizing jobs. The average loan is 
$600. These cover reroofing, garage 
construction, new floors, porches, and 
so on. The fact that most of the loans 
are being made for improvement work 
indicates that a mighty big market for 
materials awaits dealers who will ac¬ 
tively promote the home modernizing 
idea. It is said that it offers a larger 
market for materials than does new 
construction. 

Some men are so afraid that life will 
end that their life never has a beginning. 


M akeYour Old Home Like New 

It Can Be Altered to Suit Your Requirements — 

Made Into a Duplex or Apartment House - 
Made More Convenient Comfortable and Desirable 

At a Comparatively SmaH Cost 

On Easy Monthly Payments 
As Low as - $10 a Month 
At 6% Interest 

Does Your 
Home Need 



THE NEW TEMPLE PLAN MAKES IT EASY 
TO PAY AND ABSOLUTELY SAFE TO BUILD 

This Remarkable New Building and Finance 
Plan IVill A-ppeal to You. Phone Today and 
Lei Us Explain. 



Temple Lumber Co. 


2503 S. Harwood 


lo« MUST Be PleatcdT 

H L. McCLUSKEY. V.n» ff cr 

Phone 4 5192 — 4 5191 
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Editorial 


T HE need for and value of asso¬ 
ciations is best attested by the fact 
that the most influential and most 
successful men give unstintingly of their 
time and money to promote association 
work. Conventions are but a part of the 
effective work being carried on. These 
are virtually annual class meetings 
where aggressive men analyze business 
situations, evolve remedies and im¬ 
provements, exchange experiences, and 
take home new ideas to apply to their 
own business. The convention season is 
at hand. Keep abreast of the times by 
attending and taking part in the meet¬ 
ings of your national and state associa¬ 
tions. 


O NE of the progressive ideas that 
seems to be uppermost in the 
minds of many building material 
merchants, is the establishment of stores 
in downtown locations where they can 
become better acquainted with the pub¬ 
lic and where the public can become 
better acquainted with them. It is their 
desire to establish a downtown location 
where a more complete service can 
be rendered to the public and where 
women especially may procure help in 
planning the new home, and informa¬ 
tion about materials and equipment. 

We find such building material stores 
in many localities stocked with paint, 
interior decorating materials, glass, 
hardware and tools. In some are to be 
found such specialties as electric re¬ 
frigerators, kitchen cabinets, electric 
washers, and other modern installations 
which are being bought on the payment 
plan, the merchant merely acting as an 
agent for the manufacturing company. 


These downtown locations, in addition 
to affording a new source of income 
from specialty lines, also make it easier 
for the public to get information about, 
and place orders for, the staple lines 
of building materials. In this day of 
keen competition and public demand 
for more efficient service the downtown 
store makes it easier for the building 
material merchant to get a fair share of 
the consumer dollar. 


S AVING “gas” is saving money, 
especially if you are operating 
from half a dozen to twenty auto¬ 
mobile trucks. An eastern dealer timed 
his trucks while they were loading lum¬ 
ber and found that one driver left the 
engine running for about 35 minutes 
and another allowed his engine to idle 
for a period almost as long. This is 
costly. Instruct your drivers to shut 
off their engines while loading or un¬ 
loading, especially if it is going to take 
more than a minute or two for the job. 

C OAL delivery need not be a murky, 
untidy job. A building material 
merchant in one of Chicago’s 
suburbs, who has a nice fuel business, 
not only thoroughly wets down each 
load, but he places a sheet of canvas on 
the drive and at the coal window when 
making house delivery. Result: clean 
drive, clean lawn, and pleased customer. 

N OW is a good time to take up 
with the county highway com¬ 
missioners or others in authority, 
the matter of providing snow fences at 
those highway sections where heavy 
drifts usually accumulate. 
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Kewanee copper-steel basement windows protect this 
attractive home 


on their 


Metal Sash Are Fi 
Favor Because of 
bility and A dap tab 
Consti 

By H, E 



False Reasoning 


W HETHER a product be of 
wood or steel, there are varying 
grades,—A-l quality and in¬ 
ferior quality. In most cases, the better 
quality materials give a buyer greater 
value and greater service for his pur¬ 
chase price. But, any material or any 
unit, regardless of the factor of quality, 
must be properly used and properly 
maintained, else it will not render a 
satisfactory service. Conversely, misuse, 
abuse and lack of ordinary attention are 
usually the factors contributing to fail¬ 
ure or unsatisfactory service. 

In line with the foregoing paragraph 
let us consider a product in the build¬ 
ing material field that comes in both 
wood and steel, such as windows. Wood 
sash and frames of the lower grades, 
logically are not expected to render a 
service equal to that to be gotten from 
the high grade products. They do not 
cost as much and likewise the buyer 
does not expect as much from them. 


The same principle applies to steel 
products, with this exception, that the 
buyer of steel goods immediately at¬ 
taches to his purchase, the idea of 


There was a real fire here . Do you think 
such a blaze? Picture furnished by 


strength and durability always asso¬ 
ciated with steel. He does not reason 
that steel products also comprise 
ent grades of quality and workmanship 
and render service accordingly. Steel 
him is steel and he unreasonably ex 
pects of any steel product 
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Merits 


st Winning Public 
heir Utility, Dura- 
iity to Any Style of 
'iction 

George 



These home pictures attest the popularity of metal 
windows with the builders of fine homes 


that he mentally associates with steel. 

Building material merchants who are 
selling steel window units should im¬ 
press upon users of these products that 
in buying steel they should seek quality 
in material and in workmanship, just 
as when purchasing units of Wood 



ood sash would still be in the frame after 
he Detroit Steel Products Company 


where long life and satisfactory service 
are expected. 

It is to be admitted that in the early 
days of the steel unit, the new thought 
in windows could not be classified as a 
perfect product, and the results obtained 
were not always satisfactory. However, 
the quality of steel is steadily improv¬ 
ing. By study and experiment, manu¬ 
facturers have perfected steel windows 
in many forms and styles, and buyers 
of high grade products may rest as¬ 
sured that their purchase will render 
maximum service at minimum cost. 

Win Public Favor 

Because of their merit, from the 
standpoints of utility, durability, beauty 
and convenience, the steel units are fast 
winning public favor. They are suc¬ 
ceeding on their own merit regardless 
of misunderstanding and misleading 
propaganda. 

A leading manufacturer, commenting 
on complaints, especially on rusting, 
lays the blame on the attempt of buyers 
to buy too cheap a product. “It seems 
to us,” he says, “that both the manu¬ 
facturers and the dealers are somewhat 
to blame for this, as well as the con- 


I 

















38 


The Building Material Merchant 


sumer who often does not buy wisely.” 

It should be borne in mind that any 
steel product will rust if not protected 
by some coating. Any material exposed 
to the action of the elements will dete¬ 
riorate. The best of wood must be prop¬ 
erly and frequently painted and like¬ 
wise, steel too, must be given a protec¬ 
tive coating to prevent deterioration. It 
is not necessary to paint steel more 
often than wood but the steel window 
should be given practically the same 
care and attention that the wood window 
is given. Some grades of steel windows 
contain an alloy of copper and though 
not rust proof the manufacturers state 
they are more resistant to rust. 

Steel, if properly painted with one 
coat every year, will combat the mois¬ 


ture that creates rust or scale. One 
great advantage of steel is the fact that 
there is no interior deterioration or de¬ 
cay as in wood windows where main¬ 
tenance has been neglected. If rust ap¬ 
pears on the surface it can be scraped 
off and paint applied. 

Nor should it be overlooked that the 
cost of painting steel windows is much 
lower than the cost of painting wood 
units. There is far less surface to cover, 
(about half as much) with consequent 
saving in labor and materials; further¬ 
more, steel can be effectively protected 
with a single coat. Wood absorbs most 
of the oil in paint applied to it, and 
two coats are usually necessary for a 
satisfactory paint job. 

In this connection dealers should edu- 



There was surely a hot time in this laundry , but the Fenestra sash did not 
suffer much . They were easily straightened , reglazed , with results as shown 

in insert 
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cate their trade to the fact that steel 
units should be painted with paint in¬ 
tended for steel. Much premature rust¬ 
ing of steel has resulted from the use of 
paints intended for use only on wood. 

Many of the complaints that have 
been made about steel windows installed 
in residential, commercial and indus¬ 
trial buildings have in a large degree 


gloves, so to speak, but those installing 
them should exercise everyday horse- 
sense in setting frames and windows. 

If the openings for the frames are 
properly made there is no reason in the 
world why there should be any trouble 
in placing the windows. It is only be¬ 
cause of unduly rough handling that 
there may be bent or dented flanges, 



Like 


This factory teas gutted 
by fire, and as will be 
noted the metal sash re¬ 
ceived severe punish¬ 
ment . The picture to 
the right shows how 
they were straightened 
out and put back into 
service . Views by cour¬ 
tesy of Detroit Steel 
Products Company 


been due to the fact that sensible care 
and precaution were not used in the in¬ 
stallation. 

When a wooden window and frame are 
fitted and installed, the carpenter may 
use a square a dozen times in setting the 
window. Just the reverse is true in plac¬ 
ing steel units. Some tradesmen seem 
to feel that “steel is steel” and that the 
steel unit can be stuck into place with¬ 
out further ado. It isn’t necessary that 
the steel units be handled with kid 


bent mullions or even some distortion 
in the frame. Though such damage may 
be done on the job it is a simple matter 
to make necessary adjustments and there 
is no excuse for putting a window that 
is not 100 per cent true in a frame. 
Workmen should be instructed to use 
the same care in handling steel units as 
they do in handling wood units—no 
more no less. 

This leads to the thought that in serv¬ 
ice there may develop some misalign- 
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ment due to building settlement. Where 
window openings are correctly made, 
frames and windows are not usually 
affected by ordinary building settle¬ 
ment. But if affected, the trouble can 
usually be taken care of by adjustment 
of the butts. 

Competitors of steel have raised many 
minor and even inane arguments 
against steel windows such as lack of 
adaptability to architectural styles, 


The Building Material Merchant 

Also, the statement has been broad¬ 
cast that steel windows may become 
“orphans” thus making replacement 
difficult. This is not true. Manufac¬ 
turers have developed a wide variety of 
windows for different uses and in co¬ 
operation with the Division of Simpli¬ 
fied Practice of the Department of Com¬ 
merce have agreed on style and size 
standards. Thus, replacement if ever 
necessary, does not offer any complica- 



Here’s a fine 
example of the 
sturdiness of 
fire-res istant 
materials . It is 
apparent a ter¬ 
rible fire oc¬ 
curred here 
but the hollow 
tile walls and 
the steel sash 
66 s t o o d the 
gaff ” 


paint blistering, cold and heat conduc¬ 
tivity, condensation, greater fire hazard 
and lack of standardized variety. 

But two of the charges really warrant 
consideration. For instance, in one 
widely circulated pamphlet, the state¬ 
ment is made that “ in a serious blaze, 
steel sash are probably less fire re¬ 
tardant than wood sash.” This state¬ 
ment is best refuted by the fact that 
solid steel and hollow metal windows 
have received the approval and label 
of the underwriters and structures 
equipped with such units are less costly 
to insure. In fact, metal window frames 
are now so constructed that they will 
stand very considerable exposure to fire 
without buckling or releasing the glass. 


tions. This matter is not generally un¬ 
derstood by the public or by those who 
sell sash. 

Metal Basement Windows 

Here is a new point in favor of steel 
windows. Steel is not as yet a relish for 
vermin. This is quite important for the 
destructive white ant, or termite, has 
made its appearance in western states 
and in many localities houses have been 
badly damaged due to the termite eat¬ 
ing its way through beams and joists. 
A prominent research entomologist, in 
his recommendations for exterminating 
the termite, stated that “cellar window 
frames should be of metal.” The house 
that stands upon a good foundation 
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This fine home is equipped with Tay¬ 
lor copper-steel basement windows 


properly fitted with metal basement 
sash is not likely to be damaged by the 
termite. 

In conclusion, the building material 
merchant must bear in mind that in 
construction we are definitely entered 
upon a steel era. Steel today is an es¬ 
sential in commercial and industrial 
building. The building material mer¬ 
chant would do well to give heed to the 
extensive use of steel in home construc¬ 
tion which now approximates one-half 
of the total building volume. Construc¬ 
tion in steel and other hard materials 
invites the use of the steel window. 

Many Advantages 

The steel window has proved itself 
to be a serviceable and satisfactory 
long-lived building unit. It comes to 
the job ready to install—no hardware 
to fit. It does not shrink, swell or warp, 
and is always easy to operate. Its use 
is being increased by poular demand, 
because of its merit. 

There is a tremendous market for it 
in home, commercial and industrial 
construction. The question the dealer 
must ask himself is whether he wants 
this business to be handled by some 
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newcomer specializing in steel building 
units, who may gradually become a 
building material dealer, or whether he 
will enjoy the profit on this business 
himself. 


The Millennium 

I N history this will be reached when: 

The Ku Klux Klan plays a game of 
baseball with the Knights of Columbus 
at the city of Zion, Illinois, on a Sun¬ 
day afternoon with a colored umpire, 
for the benefit of the Jewish employees 
of Ford Motor Company. 

In the building supply business it 
will be reached when all the manufac¬ 
turers have a dealer in every town who 
is giving them all the business they 
think they should get; and the dealer 
is getting what he thinks is his share at 
the right prices. 

Frankly, we are never going to reach 
the Millennium. But, we can come 
closer. Let’s all put our shoulder to 
the task and see how close we really 
can come .—Western Pa. Bulletin. 


Small Homes Cost Shows 
Increase Over 1921 

OST of building the average one- 
family dwelling has increased 19 
per cent, according to statistics just 
published by the department of labor. 
The figures were taken from 257 cities 
excluding those exceeding 500,000 pop¬ 
ulation. In 1921 the average cost of a 
one-family dwelling was $3,972, not in¬ 
cluding the lot. The latest estimate is 
$4,725. 

During the same period the cost for 
each family in apartment houses ad¬ 
vanced only 1.9 per cent or from $4,019 
to $4,095. In cities over 500,000, the 
lowest building cost for the first half 
of 1927 was shown in St. Louis, where 
$3,540 was paid for one-family dwell¬ 
ings. Chicago was highest with $6,440. 
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T HIS is the big furniture house advertisement re¬ 
ferred to in the article on the opposite page. The 
ad states that materials will “cost the buyer less 
because of the magnitude” of the new plan. 
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A New Competitor 

Big Retail Furniture House Proposes to Build and Furnish Homes 
Complete—Buyers to Pay for Them on Monthly Installment Plan 
(See Ad on Opposite Page) 


A NEW invasion of the building 
material dealer’s market is 
promised in a full-page adver¬ 
tisement by Hartman’s a large Chicago 
retail furniture concern, which appeared 
in the Chicago Tribune on July 22. The 
advertisement announced a plan by 
which construction, financing and fur¬ 
nishing of a home would be taken care 
of so that the purchaser could pay for 
it all in regular monthly installments. 

According to the advertisement’s 
announcement, the prospective home 
builder could select the lot, the archi¬ 
tect, the contractor, the type of home 
desired and Hartman’s would do the 
rest, even to the furnishing of it—all 
to be paid for in monthly installments. 
By way of telling the public what kind 
of home could be built under this plan, 
the advertisements says in part: 

“Will Cost You Less” 

“We build just as you would build. 
Standard materials, products nationally 
known and accepted will be used in the 
construction of your home. They will 
cost you less because of the magnitude 
of the new Hartman plan; wholesale 
purchase of materials, enormous buying 
power, all help to deliver you the finest 
home for the lowest price.” 

In general, it is a very complete plan 
to promote the sale of the very profit¬ 
able house furnishings, though the 
Hartman company will furnish the 
necessary building materials and also 
aid in the financing. The service is in¬ 
deed complete, and the local building 


material dealer is apparently definitely 
excluded from the picture. It is re¬ 
ported that for the time being at least, 
the plan will be put into operation in 
the half dozen cities where this com¬ 
pany has branch stores. 

Real Competition 

If it proves successful, it is difficult 
to comprehend how far reaching such a 
movement may be, as successful plans 
are promptly copied by others. If the 
business develops as have the mail or¬ 
der and chain store business, it is not 
difficult to see that the local building 
material merchant is in line for some 
real stiff competition. The services and 
inducements offered by the Hartman 
company are indeed complete and lur¬ 
ing. Of course, the building material 
dealer will not be the only local mer¬ 
chant affected where the plan is put 
into effect. The dozen or more local 
businesses which contribute to the 
building and furnishing of a new home 
will likewise be affected. 

The inauguration of this home-com¬ 
plete on the installment plan basis, 
though on a limited basis now, warrants 
the serious study of the local building 
material dealer and the other business 
men of his town. It is one of the rea¬ 
sons why the nation’s building material 
merchants should get behind the na¬ 
tional advertising and merchandising 
campaign being sponsored by the Na¬ 
tional Retail Lumber Dealers’ Associa¬ 
tion. 
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Design No. A709—The Tulsa , Common Brick Mfrs. Association , Cleveland 


Something Different 



H ERE is something a little un¬ 
usual in home design. It 
will appeal to people who want 
a roomy, convenient and comfort¬ 
able home. It will be noted that 
the plans call for an attached 
garage at the rear of the home 
over which a sleeping porch has 
been provided. There are three 
nice bedrooms on the second 
floor, the largest of which is 15 x 
19 feet. This is another of those 
good designs where the architect 
did not overlook the opportunity 
to provide a great deal of closet 
room. 
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Booth of Forbush company at Catteragus County Fair 


Booth Draws Business 

Daniel B. Forbush & Company of Salamanca, N. Y., Trace 
Considerable Business to Booth at County Fair—Make Con¬ 
tacts with Prospective Home Builders 


We went to the County Fair 
The men and the women were there. 
We had a display 
And it surely did pay 
For it helped sell much of our ware. 

—Jingles 

T won’t be long now before the farm¬ 
ers will have the hay cut, the thresh¬ 
ing finished and the corn picked. 
They will then have a little time to give 
consideration to farm improvements 


and other things. Promoters have been 
busy conducting county fairs and lay¬ 
ing plans for others. 

You may be wondering whether ex¬ 
hibits of building materials at fairs of 
this sort warrant the trouble and ex¬ 
pense you may be put to in conducting 
an exhibit. Any questions that may 
come to you as to whether exhibits of 
this kind are worth while are answered 
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to your satisfaction by E. J. Hyde, local 
manager of the Daniel B. Forbush Com¬ 
pany of Salamanca, N. Y., in his com¬ 
ments upon the results of a fine exhibit 
his company had at a county fair in 
Little Valley last fall. 

Mr. Hyde stated, “We have had con¬ 
siderably more business from the town 
of Little Valley and surrounding sec¬ 
tions since the fair and feel that our 
display was well worth while as a pro¬ 
motional effort.” 

The average attendance at the fair 
was about 8,000, drawn from surround¬ 
ing towns, cities and rural sections, and 
many A-l prospects learned of the serv¬ 
ices available at the Forbush Company. 

A Drawing Card 

One of the features that attracted peo¬ 
ple to the Forbush booth at the Cat- 
teragus County Fair was a sign which 
read “Get Your Free Coupons Here.” 
Everyone calling at the booth was given 
a free coupon redeemable at the com¬ 
pany’s office at Salamanca for a can of 
lacquer, retailing for 45 cents. These 
coupons carried space for the name and 
address of the person receiving the lac¬ 
quer. Several hundred were turned in 
and thus the Forbush Company received 
a good list of prospects. 

Manufacturers Co-operate 

The Forbush Company had the active 
co-operation of five prominent manu¬ 
facturers whose representatives gave 
demonstrations and explained their re¬ 
spective products to the people who 
visited the booth. These companies were 
the Alpha Portland Cement Co., Na¬ 
tional Mineral Wall Board Co., Ruber- 
oid Co., Standard Plate Glass Co. and 
the Kromar Oak Flooring Co. These 
men were kept busy handing out litera¬ 
ture. The farmers seemed especially in¬ 
terested in the Alpha Company’s book, 
“Alpha Cement and How to Use It.” 


Mr. Hyde said: “We looked upon our 
exhibit as being purely an advertising 
proposition and no efforts were made 
to make sales. The splendid co-opera¬ 
tion of the various representatives was 
a very great help to our company.” 

Contact Home Prospects 

The illustration accompanying this 
brief article will give you a good idea of 
the character of the exhibit. The signs 
around the booth featured the com¬ 
pany’s business slogan, “Everything for 
a Building. ’ You will note around the 
top of the booth a string of photo¬ 
graphs of homes. These are homes for 
which the Forbush Company furnished 
building materials. 

In its service to the trade the com¬ 
pany maintains a free estimating and 
designing service. These pictures proved 
of more than passing interest to fair 
visitors, a number of whom asked for 
estimates on homes they proposed build¬ 
ing. Thus the exhibit put the Forbush 
Company in direct contact with a num¬ 
ber of prospective home builders. 

Considerable Business 

In conclusion, Mr. Hyde stated, “We 
consider this form of advertising of 
great benefit and though we made no 
direct effort to sell, we can trace con¬ 
siderable business to our booth at the 
fair.” 

His experience at the Catteragus 
County Fair demonstrated to his satis¬ 
faction at least that these fairs are logi¬ 
cal places for the building material 
merchant to show materials and get ac¬ 
quainted with real prospects. 


The land surface of the earth is esti¬ 
mated at about 52,069,311 square miles. 
The largest body of water is the Pacific 
ocean, which covers an area of approxi¬ 
mately 50,309,000 square miles. 
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Keene’s Cement 


Where It Originated, Hoiv It Is Made and Other 
Interesting Facts 

By John C. Best 

President , the Best Bros . Keene's Cement Co. 


K EENE’S CEMENT has been wide- 
ly used in Europe since the proc¬ 
ess was discovered and patented 
in 1838 by R. W. Keene of London, but 
it was not until almost fifty years later 
that it was first made in America. 

The Best Bros. Keene’s Cement Com¬ 
pany, which is the largest as well as 
the oldest manufacturer of Keene’s ce¬ 
ment in this country, was started in 
1887 by two brothers, William Carter 
and Thomas J. Best, whose father had 
been in the gypsum business in England 
for nearly thirty years, and the present 
president of the company is the third 
generation of his family to engage in 
this business. 

The Acme Cement Plaster Company 
of St. Louis was the second concern to 
manufacture Keene’s cement. They later 
consolidated with the Certain-teed Prod¬ 


ucts Corporation, whose product is still 
sold under the well-known brand of 
“Acme” Keene’s cement. In the period 
from 1900 to 1910 two more plants 
were built for the manufacture of this 
product in Utah, both of which are still 
producing Keene’s cement. The United 
States Gypsum Company commenced 
the manufacture of “Ivory” Keene’s ce¬ 
ment at their plant at Southard, Okla¬ 
homa, in 1915, and is the most recent 
existing company to enter this field. 

The most essential thing in the manu¬ 
facture of Keene’s cement is purity of 
the raw material. Satisfactory grades 
of hard plaster can be made from de¬ 
posits that in some cases may not run 
more than 70 to 80 per cent in purity, 
yet it is difficult to make Keene’s cement 
from rock that is not at least 98 per cent 
pure. For this reason its manufacture 



Best Bros. Keene’s Cement Company , Medicine £.odge, Kans. 
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will probably be limited to the few de¬ 
posits of gypsum rock that can come up 
to that standard. 

A description of the operations fol¬ 
lowed at the plant of the Best Bros. 
Keene’s Cement Company at Medicine 
Lodge, Kansas, will serve to show the 
process by which the material is made. 
The company operates four open strip 
pits which are connected by a narrow 
gauge railway about three miles in 
length. The overburden is removed by 
means of power shovels and the rock is 
then drilled by electric drills. After be¬ 
ing blasted, it is reduced to lumps , of a 
size that a man can handle and is loaded 
into quarry cars. These cars are gath¬ 
ered up from the various quarries by 
small locomotives and taken over to the 
crushers. Here the rock first goes 
through primary and secondary crushers 
which reduce it to about one inch in 
size. From the crushers the rock is fed 
into buckets which run over an aerial 
tramway to the other side of the valley 
where the discharge terminal is located, 
and thence by tramcar and conveyor to 
large storage bins holding 1000 tons 
each. From these bins the rock goes to 
rotary kilns, where it is calcined. 

The calcined rock next goes through 
a chemical treatment which varies ac¬ 
cording to the grade that is being pro¬ 
duced and the characteristics desired in 
it. It can be made to set in as short a 
time as thirty minutes for castings, or 
can be made so that it will take no set 
at all for at least twelve hours, so as 
to permit the manipulation necessary in 
the manufacture of artificial marble. 
The ordinary plastering grades are 
ground on burrs, while the finer grades 
go through a process of air flotation. 
The finished material then goes to the 
automatic packing machines, where it is 
sacked, weighed and is all ready for 
shipment. 

Keene’s cement will keep indefi¬ 


nitely even in a damp climate, and can 
be stored for ten or twelve years with¬ 
out the time of set, tensile strength, or 
any other characteristic of it being af¬ 
fected. It also possesses the quality of 
being retempered. Ordinary gypsum 
plaster cannot be remixed after it has 
started to set, but Keene’s cement can 
be remixed three or four times if neces¬ 
sary, and still set up just as hard and 
strong as if the original set had been 
allowed to go through to completion. 

A genuine Keene’s cement has a ten¬ 
sile strength from two to three times 
that of ordinary plaster, and should 
break at not less than 450 pounds to the 
square inch at seven days in air. 

The toughness and durability of a 
Keene’s cement wall, as well as its 
pleasing appearance, have led to its 
successful use for finish coat plastering 
in all parts of a building, but particu¬ 
larly in the bathroom, kitchen, corri¬ 
dors, hallways and other parts where 
the plastering is subjected to unusually 
hard service. Keene’s cement is also 
used extensively as a gauging in the 
scratch and brown coats of lime mortar. 
Keene’s cement is unequalled for use as 
a sand finish, as owing to its retemper¬ 
ing properties the edges of the different 
batches can be floated over until a uni¬ 
form surface is obtained. 

In addition to its use for ordinary 
plastering purposes, Keene’s cement also 
forms the basis of most of the artificial 
marble. Travertine, Caen Stone and 
similar decorative effects, and is the 
chief ingredient in many of the best 
known brands of colored and textured 
interior finishes which have grown so 
rapidly in popularity during the past 
few years. 

Keene’s cement is a good line for a 
dealer to handle. The combination of a 
growing demand; a fair margin of 
profit; good keeping qualities and ab¬ 
sence of complaints is hard to beat. 
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“Personal” 

T HAT is, it’s an extract from a personal letter. You may 
wish to pass it along to your employes if you are too 
busy to read: 

“The Merchant is coming regularly and I 
find some very good articles in it. Of course, 

Mr. R. (owner and manager) does not find 
time to read all the magazines that come to 
us and I am glad of it and wish to tell you 
why. In the articles I find lots of sales ideas. 
Every once in a while I get a chance to bring 
them up and notice that Mr. R gets a sort of 
satisfied or pleased look on his face. The 
magazine has helped me and I appreciate 
your putting us on your mailing list. It has 
helped me in the sense that I have recently 
been invited to become a partner in the 
organization.” 

The young man who included the foregoing paragraph 
in a personal letter to one of his friends, is associated with 
a thriving building material business on the Pacific Coast. 
He is but 22 years of age, and though he has been with 
the company a comparatively short time, because of his alert¬ 
ness and progressive merchandising ideas, he has become a 
part owner of the business. 
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ASK AL 



Care of Building Material Merchant 

Full information will be furnished promptly to 
building material merchants in regard to any 
material or equipment they may be interested in. 

Ask A1 each month about various things, so 
you can build up a file of your own. 


NU-WOOD—This is a new insulating wall- 
board and plaster-base recently put on the 
market by Weyerhaeuser Forest Products. It 
comes in panels 4 ft. wide, 6 to 12 ft. long. 
It has no grain and no plies and is said to 
be free from expansion, contraction and warp- 
age; also, it is an effective barrier to heat 
and cold and can be used with complete satis¬ 
faction wherever a board-form of insulation is 
desired. Ask Al. 


PERFECT BALANCE features the new 
Colson bag handling truck which is designed 
for the safe and rapid handling of materials 
in cloth or paper bags. The heavy steel 
curved toe plate permits easy and quick dis¬ 
charging into piles without rehandling. Fitted 
with rubber tired or iron wheels, as desired. 
Roller bearings. Ask Al for circulars. 


NEW STORE FRONTS — Stores as well as 
homes need modernizing. It is the attractive, 
well-kept store front that draws buyers on the 
other side of the door. Many dealers have 
sold this idea to store owners and have also 
sold them material for a new store front. The 
Kawneer store front has proved very profit¬ 
able. Ask Al for catalog. 


PYROBAR ROOF TILE—A pre-cast gyp¬ 
sum roof tile manufactured by one of the 
large gypsum companies. It is especially 
adapted for commercial, industrial and public 
buildings, as it is fireproof, light in weight, 
easily ecrected, not affected by sulphur gases, 
has high insulation value and is low in cost. 
Ask Al for the Pyrobar book. 


ATTACHABLE, not built-in. The Reybord 
ironing board may be attached to doors, sills, 
or any convenient place—even to concealed 
beds. It is light in weight and easily ad¬ 
justed. It is a low cost installation for hotels 
and apartments. Ask Al for circular. 


CLEAR VISION window glass. Many 
building material merchants have found glass 
a profitable line. The American Window 
Glass Co., manufacturers of Quartz-lite and 
Violet Ray glass also manufacture what it 
terms “American clear vision window glass.” 
This glass is of great tensile strength, bril¬ 
liant lustre and is free from defects and dis¬ 
coloration. Ask Al for circular. 


SKILSAW is a portable hand saw operated 
by electricity. The manufacturers state that 
in cutting posts, rafters, rough flooring, sheath¬ 
ing, bridging, concrete forms or any other 
wood sawing job, Skilsaw can do the work 
in actually one-sixth the time required by the 
old method. Skilsaw has many other uses. 
Ask Al for catalog. 


CONCRETE MIXERS are being handled 
successfully by many building material dealers. 
In addition to the profit to be made through 
direct sales, dealers lease them at very low 
rates to contractors, farmers and others doing 
small jobs. You can see how this builds busi¬ 
ness in cements and aggregates,- and other 
lines. Ask Al for some concrete-mixer cata¬ 
logs. 


RUSTNAUGHT—This is a paint coating 
for iron, steel and other metal surfaces re¬ 
quiring protection against rust and electrol¬ 
ysis. It is being used on bridges, tanks, roofs, 
fire escapes, metal siding, iron fences, under¬ 
ground conduits, etc. Ask Al for a copy of 
Rustnaught booklet. 


CALCIUM CHLORIDE has many uses in 
concrete work. Not only does it give early 
strength and hardness to concrete but at the 
same time densifies, makes it more waterproof 
and aids the concrete to resist freezing at 
winter temperatures. Ask Al for a copy of the 
Solvay calcium chloride book. 
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WALL TILE—There are many styles of 
wall tiling on the market. The General Wall 
Tile Corporation has developed a wall tile 
board with a hard, porcelain-like finish. The 
tile is made in a variety of colors that are 
permanent and fadeless. The material is ex¬ 
cellent for kitchen, bathroom or hall, or for 
finishing the breakfast nook and other spare 
rooms. Ask Al for circular. 


RISTOKRATS—An Illinois manufacturer is 
turning out some real aristocrats in light 
shades of face brick, which he has aptly 
named “Ristokrat.” These come in buffs, 
grays, soft mellow yellows, creams, flashes and 
tangerines in both smooth and rough texture. 
Ask Al for more information about the Risto- 
krats. 


TILE SLIRFACE and beauty for plaster 
prices. The Best Brothers Keene Cement Co. 
are distributing printed matter in regard to 
the use of their Keene’s Cement for finishing 
bathroom, kitchen and stairway where a hard, 
durable surface is wanted. Ask Al for copies 
of the printed matter for distribution to your 
contractors and building prospects. 


CAR PULLER—Many dealers are using 
electric car pullers for moving empties and 
pulling loads into position. They are easy to 
operate, economical and time and money sav¬ 
ers for dealers who are handling a volume of 
coal or aggregates. Ask Al for car puller in¬ 
formation. 


HOLLOW TILE corn cribs. While farmers 
are thinking about corn crops it is a good 
time to get them thinking about modern, up- 
to-date corn cribs. A hollow tile corn crib 
provides ample ventilation, is rain- or snow- 
proof, rat-proof, everlasting and of low mainte¬ 
nance cost. Ask Al. 


CREDITS AND COLLECTIONS—One of 
the cement companies has made a thorough 
study of credit and collection practices in the 
retail building material field, publishing the 
results in a 104-page book. You should have 
a copy of this book for it is chock-full of 
helpful information. Ask Al. 


KILMOTH closets. The cedar closet is 
sanitary and fragrant, moth and vermin kill¬ 
ing, economical and valuable as a home asset. 
Every woman would like to have at least one 
cedar closet in the home. You should be able 
to promote cedar closets for installation in 
old homes as well as new homes. Ask Al. 


READY-BUILT fireplaces. These are now 
being made in a wide variety of striking 
styles and sizes. They are sturdily built, and 
very attractive in the imitation of various 
stones such as Travertine, Limestone of Caen- 
stone. Ask Al for circular. 


SUPPLIES for coal dealers. The Appleton 
line of car chutes, wagon chutes, window 
chutes, screens, baggers, scoops, forks and car 
movers will be of interest if you are handling 
hard fuel. Ask Al for a copy of the Appleton 
catalog. 


AFs PBQ Information Order Form 

An Easy Way to Get Information About a Dozen Materials—Tear Off 
and Send to Al , Care of BUILDING MATERIAL MERCHANT, 139 
North Clark Street, Chicago 

AL: 

Please send printed matter in regard to the following materials or specialties: 


□ Check here if you 
want information in 
regard to similar prod¬ 
ucts of other make. 


Name_ 

Address _i 

City _... 
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65 Tons in 15 Minutes 

Speed Features New Material Storage and Loading Plant of 
Brownell Improvement Co., Chicago—Expect Savings 
Affected to Pay for New Plant in One Year s Time 



I N view of the more extensive use of 
mechanical equipment for transfer¬ 
ring and loading aggregates and 
fuel, dealers will undoubtedly be inter¬ 
ested in a $25,000 installation which 
has made such economies in material 
handling and truck loading that the 
owning company expects the savings to 
offset the cost of the plant within the 
short period of one year. 

This plant is of the bucket elevator 
type with silo stor¬ 
age designed and 
built by the James 
B. Seaverns Com¬ 
pany of Batavia, 

Ill., for the Brown¬ 
ell Improvement 
Co., crushed stone 
manufacturers and 
material dealers of 
Chicago. It consists 
of four monolithic, 
reinforced concrete 
silos and one steel 
tank which stands 
in the center of the 
area occupied by the 
concrete silos. These 
four silos are adja¬ 
cent to a spur track 
under which there 
are two 12 x 12-ft. 
track hoppers into - 
which material is 
dropped from rail¬ 
road cars. 

Material is un¬ 
loaded from a rail¬ 
road car into both 


of the track hoppers simultaneously. 
Thence it is moved by two apron con¬ 
veyors 24 in. in width to a bucket ele¬ 
vator of the continuous type hoisting 
the material to a head chute which de¬ 
livers the material to a turnhead hopper 
discharging material into any of the 
five spouts leading to the silos. 

This elevator and head machinery is 
carried upon a substantial steel head 
frame supported on top of the silos. The 


The Brownell company’s new storage and loading plant 
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^ £a/l Rye Points of 

Genfire Dealer Service 


From Genfire the dealer can obtain a com¬ 
plete line of steel building products for mod¬ 
ern firesafe, permanent construction. The 
simplicity of dealing with one manufacturer 
rather than several is in itself a great ad¬ 
vantage. 


This Is the Com¬ 
plete Genfire 
Dealer Line 

Steel Tile 
Steel Joists 
Steel Channels 
Key Lath 
Wire Mesh 
Diamond Rib Lath 
Expanded Metal 
Herringbone Metal 
Lath 

Concrete Reinforce* 
ments 
Trussit 

Self-Sentering 
Corner Beads 
Steel Sash 

Basement and Case¬ 
ment Windows 
Waterproof) ngs 
Steel Mortar Boxes 
Steel Lintels 
Industrial Steel Doors 



2 Genfire supplements its manufacture of steel 
building products by an engineering service 
available to builders, contractors, architects, 
owners, etc. This service multiplies dealer 
opportunities. 

g Throughout the country in important dis¬ 
tributing centers Genfire maintains well- 
stocked warehouses from which delivery can 
ordinarily be made much more quickly than 
factory shipments. This is especially true 
when the dealer is within trucking distance. 

£ Genfire dealers find it unnecessary to carry 
large stocks. This means minimum capital 
tied up and minimum storage and handling 
charges since warehouse deliveries can 
usually be handled directly to the job. 

ej Finally there is the Genfire Dealer Policy of 
co-operation. Dealers are the first consid¬ 
eration of the Genfire organization and our 
Dealer Franchise insures every dealer help 
within our power. All sales in a Genfire 
dealer’s territory on commodity products are 
credited to him whether made directly by 
the dealer or by us. 

GENFIRE STEEL COMPANY 

Youngstown, Ohio 

Manufacturers of a Complete Line of Firesafe Building 
Products , also Water proofings and Concrete Preservatives 


Please read page sixty-eight 
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The unusual spout arrangement 


elevator buckets are 18 in. wide, at¬ 
tached to a belt inclined 70 degrees and 
have a speed of 250 ft. per minute, de¬ 
livering at the rated capacity of 275 tons 
per hour. Unloading into both track pits 
a carload of material (65 tons) has been 
placed in storage in the short time of 
15 minutes. Each of the concrete silos 
is 40 ft. high and has an inside dimen¬ 
sion of 20 ft. The capacity of each 
silo is 600 tons of material. These were 
built by Miller and Weaver of Durand, 
Illinois. The steel tank is 12 ft. in diam¬ 
eter and 40 ft. high and holds 150 tons 
of material. It is used for any material 
depending upon the day’s demand. 

Speed also features the loading of 
trucks which, as will be noted from the 
illustration, drive under the bins where 
material flows by gravity through clam¬ 
shell gates into the trucks. These gate 
openings are 12 x 15 inches and require 
but 20 seconds to load a five-ton truck 
of material. This may seem exception¬ 
ally fast but when one considers the 
size of the opening, it is readily ap¬ 
parent that a huge volume of material 
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passes through it in a few second’s time. 

It has been estimated that the cost of 
getting a ton of material from railroad 
cars to trucks is but .0388. The truck 
driveway under the silos is 11 ft. wide 
and 10 ft. high. Each of the silos are 
equipped with batch measuring hoppers 
from 3/2 to one cubic yard capacity 
which permit the loading of accurate 
proportions for concrete batches. 

New Heaping Device 

A unique feature of this plant is the 
arrangement for cutting the material 
from the overhead receiving hopper to 
the respective tanks. The main spout or 
chute is attached to a roller bearing 
turnhead. Material flows through this 
chute to stationary chutes supported by 
steel framing over each silo. On the 
end of each of these stationary chutes 
is a vertical spout about 20 inches 
square and 6 feet long, the bottom of 
which is about four feet from the top 
of the tank. There are four side open¬ 
ings, one to each side, one foot above 
the other in spiral rotation. This device 
makes it possible to heap the silos to 
full capacity without any shoveling or 
trimming on the part of the operator. 
The material drops through the flue into 
the tanks and as the cone gradually 
builds up to the bottom of the flue, this 
opening is choked up and the material 
flows out of the next lowest opening. 

The spout also serves as a wind¬ 
break. Ordinarily, there would be con¬ 
siderable loss of material in a heavy 
wind where material is being chuted 
from a spout of sufficient height to fill 
the tanks to heaping capacity. The flue 
protects the material and prevents its 
being blown away by winds. 

This plant is of particular interest be¬ 
cause of the enormous saving in mate¬ 
rial handling cost and the fact that the 
owners are confident that within two 
years these savings will have been suffi¬ 
cient to offset the cost of the plant. 
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where do 

mm live? 

If you live in Illinois, Indiana, Ohio, 
Kentucky or Tennessee, we can ship 
you any quantity of BRIXMENT 
in mixed cars with Speed Port¬ 
land Cement. This arrangement 
is especially advantageous to 
dealers who hesitate to buy a 
full car of BRIXMENT. 
Price on mixed cars same 
as on carload shipments. 
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Less stock . More ware «• 
house room . Send for 
quotations and dealers* 
advertising material . 

LOUISVILLE CEMENT CO.. Incorporated 
General Offices: Louisville, Ky. 
Mills: Brixment, N.Y.& Speed, Ind. 
Distridt Sales Offices 
1015 Chestnut St., Philadelphia 
301 Rose Bldg., Cleveland 
602 Murphy Bldg., Detroit 
1610 Builders Bldg., Chicago 



BRIXMENT 

for Masonry andgtucco 


Please read page sixty-eight 







Will Look Well Anywhere 


Compact—Convertient — Attractive—Low Cost 


Portland Cement Association Plan No. 5103, The Iowana 



I—IOMEBUILDERS whose preference is for bungalows 
1 1 will admire this compact plan. All the essential ele¬ 
ments of. a modern home have been so carefully arranged 
that efficiency and comfort are evident at every turn. 

A study of the plan of this house reveals strikingly the 
advantages of the bungalow type of home. It is especially 
well suited to the needs of the small family. Housework 
is lightened when all of the rooms are located on one floor. 

The housewife does not have to be climbing stairs con¬ 
tinually in doing her work; everything is conveniently situ¬ 
ated on one floor. 

This handy arrangement is particularly attractive when 
there are small children in the house, for it enables the 
mother to keep a close watch on them at the same time 
that she is carrying on her household duties. 

A house of such neat design as this one will look well 
anywhere. 

A 35-foot lot will accommodate this bungalow nicely. 
For the best effect, an east or south frontage should be 
selected. 
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Paper Bags Preferred 


By H. G. Urquhart, Oconto, Wis. 

Urquhart Coal & Supply Company 

Abstract of Address at Meeting of Menominee River Building Material Dealers Association 


1 BELIEVE that every man in the 
building material business has a few 
things he would change were it eco¬ 
nomically possible for him to do so. I 
have several. This morning a customer 
walked into our office and threw a bag¬ 
ful of empty cement bags on the floor, 
raising a cloud of fine dust; yesterday 
I paid a woman to clean, scrub and 
dust the whole office. I felt like—well, 
you know how I felt, but I had to grin 
and try to smile at the customer. 

Cloth cement sacks always have been 
a sort of thorn in my side. A contrac¬ 
tor may be short forty or fifty empties, 
yet one really cannot say very much be¬ 
cause the contractor claims that the 
empties must all be there, and if one 
charges them to his account, you lose 
his good-will so the dealer stands the 
lour or five dollar loss. Shipment al¬ 
ways shows a few foreign sacks, a few 
worthless sacks or a short count, and 
again the dealer pays. Tom Jones just 
put up a silo; he has been a customer 
of yours for a long time. He brings 
back a number of empties, some of 
which have been left in the rain and they 
are hard. You know better than to return 
them to the cement companies because 
they are worthless, but Tom Jones does 
not know that and he expects his 
money. If he doesn’t get it, a customer 
is lost, so again the dealer pays be¬ 
cause Tom Jones’ good will is worth 
more than the dollar you expect to lose. 

Then the building material business 
isn’t the cleanest in the world either. 
Many of the staples are heavy and more 
or less dirty, mostly more. I cannot 


help but feel sorry for the man who 
has spent the day pounding, shaking 
out and piling empties. His lungs and 
bronchial tubes must be well lined and 
his clothing in a deplorable condition. 
He does not like it and he detests the 
job, but he is in a like position you 
were in with the contractor who was 
short in his empties. He cannot afford 
to say anything to you. I believe the 
employer would be showing a real 
kindness and consideration to his em¬ 
ployees that would be genuinely appre¬ 
ciated were he to eliminate the cloth 
bag from his yard whenever possible. 

The cost of piling, tying and ship¬ 
ping, plus the loss that one is bound 
to take and must take for the sake of 
his business and to maintain certain 
business connections, the loss on wet 
and worthless sacks, and the loss on 
short counts will, I believe, almost take 
care of the extra cost of the paper bags. 

More Satisfaction All Around 

This all goes to offset or relieve the 
old argument that the paper bags are 
too expensive. Did you ever stop to 
think that probably your customers 
would prefer the paper sacks to the 
trouble of looking after and returning 
the cloth sacks for credit. All in all, I 
believe that the time is coming very 
rapidly when all the dealers will be 
handling their cement as well as their 
plaster in paper bags, all of which will 
tend for less irritation on the part of 
the dealer, and more complete harmony 
and satisfaction all around. 
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Ready-mixed concrete plant of Traver- 
Parrish Company , Decatur , III. 



Under cover when not in use. John 
Murtland of Atlantic City takes good 
care of his equipment 


Here 

and 

There 

By Camera 



Unloading pipe at Spencer Brothers 
CoChicago. They slide easily and 
quickly anil without breakage 



Are you thinking of the snowy-windy days to come? This view was taken in 
yard of E. W. Ladd , Albany , 1\. Y. 
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N. R. L. D. A. Annual at Chicago 


T HE next annual convention of the 
National Retail Lumber Dealers As¬ 
sociation is scheduled to be held in the 
new Palmer House, Chicago, October 
24, 25 and 26. Secretary Adolph Pfund 
of Chicago advises that the convention 
committees are preparing one of the 
most interesting and profitable meetings 
in the history of the association. 


The Farm Market for Materials 

F armers in seventeen mid-continent 
states spent more than a billion and 
a half dollars in new building construc¬ 
tion during 1927, according to a survey 
which has just been completed by the 
market research division of the Breeders 
Gazette. The states covered are Arkan¬ 
sas, Indiana, Illinois, Iowa, Kansas, 
Kentucky, Michigan, Minnesota, Mis¬ 
souri, Nebraska, North Dakota, Ohio, 
Oklahoma, South Dakota, Tennessee, 
Texas and Wisconsin. 

Farmers in these states erected an av¬ 
erage of 1.04 buildings per farm during 
the past year, the survey finds. 

Building plans for 1928 in the seven¬ 
teen states call for the expenditure in 
building material of $1,499,857,500, the 
survey estimates. 


Slight Increase in Cement 
Production 

T HE ratio of the operations to the 
capacity of the American portland 
cement industry during the month of 
July was 87 per cent, according to fig¬ 
ures released by the Bureau of Min»s 
of the Department of Commerce. Dur¬ 
ing the month 17,431,000 barrels were 
produced, 19,898,000 barrels were 
shipped, and there were in stocks on 
hand at the end of the month 22,571,000 
barrels. Production in July, 1928, was 
0.4% more, and shipments 4.8% more 
than in July, 1927. Stocks at the mills 
were 16.4% higher than a year ago. 



Business 
Building 
Samples 



One 
of the 
Services 

which we give to deal¬ 
ers who seriously wish to 
co-operate with us and increase 
their mortar color sales and profits, 
is a set of attractive bottles of samples. 
They make an interesting display, aid 
in sales and are arranged to allow the 
color to be taken from them. 

If you are interested , send the 
coupon below 

This is part of our “Business Building 
Plan” which helps increase your prof¬ 
its. Send the coupon to 


C. K. WILLIAMS & CO. 

638 No. 13th St. Easton, Pa. 


| C. K. WILLIAMS & CO., 

! Easton, Pa. 

I am seriously interested in your Plan. 
| Please send me further details. 


L 


Name- 
Street.. 
City. 


..State.. 


Please read page sixty-eight 
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Ja$£ *L©ts 


“I’s wukkin’ fer Mistah Ed Buffaloe—an’ 
he’s a mighty mean man.” 

“What’s de mattah?” 

“Took de laigs off de w’eelbarruh, so’s I 
kain’t set it down and rest.” 


The first time a Scotchman used free air 
in a gas station, he blew out four tires. 


Dealer: “What’s ‘companionate marriage’?” 
Broker: “Interim security, no par, cumula¬ 
tive, free from stock liability, callable at any 
time.” 


The stingy farmer was scoring the hired 
man for carrying a lighted lantern to call on 
his best girl. 

“The idea!” he exclaimed. “When I was 
courtin’ I never carried no lantern. I went in 
the dark.” 

“Yes,” said the hired man sadly, “and look 
what you got.” 


The honeymoon is over when she wants a 
heater in the coupe to keep her warm .—Penn 
State Froth. 


Two of your daughter’s old evening gowns, 
sewed together, will make an excellent pen 
wiper. 


If at first you don’t succeed, try hard work. 


The old fashioned girl was thought consider¬ 
ate if she got up and helped mother get break¬ 
fast; the modern girl is thought considerate 
if she comes home in time for it. 


If your memory is poor, stick to the truth. 


Willie: “Father, what is sales resistance?” 
Supply Dealer: “Sales resistance, my son, 
is the superiority of mind over matter.” 


Wife—You seem disappointed. 

Hubby—Yes, I answered an ad for a de¬ 
vice to keep down coal bills, and they sent 
me a paper-weight. 


He: “Did you know that you look like 
Helen Brown?” 

She: “Is that so? Well, I look even worse 
in red.” 


A sultan at odds with his harem 
Thought of a way he could scare ’em; 

He caught him a mouse 
Which he freed in the house 
Thus starting the first harem-scarum. 

— Anonymous. 


An Englishman was seeing some “collegiate” 
dancing for the first time. He seemed greatly 
impressed, and after a lengthy pause inquired 
of his guide, “I say, my dear chappie, they 
marry afterward, don’t they?”— Buccaneer. 


Mother: “It is whispered that you and John 
aren’t getting on!” 

“Nonsense! We did have some words and 
I shot him, but that’s as far as our quarrel 
ever went.” 


Mother: If you get a job in the chorus, 
I hope you won’t wear tights. 

Daughter: Oh, but they don’t wear them 
any more. 

Mother: Well, I’m very much relieved to 
hear that. 


“It’s the little things in life that tell,” said 
the co-ed as she yanked her kid brother from 
under the sofa. 


The Justice of the Peace had a Negro girl 
witness appearing in his court the other day. 
The maid sat down. She crossed her limbs. 

“Pull down your dress,” said the Judge. 

“I can’t, Jedge. I dresses jes’ like white 
gals.” 

“You are fined five dollars for contempt of 
court,” said the Judge. “Pay it to the clerk.” 

The maid went to the clerk and offered him 
five dollars. 

“What’s this for?” asked the clerk. 

“For tempting the Jedge,” said the maid. 


Wife—“Tomorrow is the tenth anniversary 
of our wedding—shall I kill the turkey?” 

Husband—“Why, the poor animal is not to 
blame for it.” 


Professor—Mr. Wed, give us the definition 
of a bachelor. 

Wed—A bachelor is a man that didn’t have 
a car in his younger days. 
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Cost Accounting Service 
for Supply Dealers 

T HE National Builders’ Supply As¬ 
sociation has undertaken a study of 
the possible service it may render to the 
builders’ supply dealer individually, 
and also to the industry as a whole, in 
the development of a uniform account¬ 
ing system. At present the association 
is engaged in establishing a standard 
method, and standard rates of deprecia¬ 
tion for the industry, as outlined by the 
Commissioner of Internal Revenue. An 
ultimate aim is the development of a 
uniform accounting for supply dealers, 
especially referring to the cost of doing 
business. W. Giedinghagen, is manager 
of the Department of Accounting at as¬ 
sociation headquarters in the Guarantee 
Title Building, Cleveland. 


Brick Company Undertakes 
Reforestation 

O NE of the largest, if not the larg¬ 
est, reforestation projects in Ohio 
on privately owned land is that of the 
McArthur Brick Company of McArthur, 
Ohio, which was started in 1926 after 
officials of the company came to a reali¬ 
zation that the surface could be used 
profitably in that manner. About 400,- 
000 trees, mostly Scotch, red, white and 
Corsican pine were planted on the tract 
of slightly more than 400 acres. They 
were principally two-year old seedlings. 


The Boomerang 

When a bit of sunshine hits ye 
After passing of a cloud, 

When a fit of laughter gits ye 
An’ yer spine is feeling proud, 
Don’t fergit to up an’ fling it 
At a soul that’s feeling blue, 
For the minute that ye sling it 
It’s a boomerang to you. 



TrJl MasierRib 

landa'BracingTlib 


DHISBond 


i»sht«l 



Masterlb 


i mi 

HI II !d! 



because it saves Time 
and Plaster. 

The Proof 

— Vs of its surface 
meshing and keying 
the Plaster while % 
reinforces and braces 
the ceiling or wall. 

Ask any customer 
after his first job 

This Common Sense 
sheet 27x96 just 2 sq. 
yds. saves 12% in laps 
and plenty of mistakes 
at your office. 

Ask about the 'Penco 
exclusive 'Dealer 'Plan . 

Better Plastering^ 

ON Dmauontf 


PENN METAL CO. 


Parkersburg* W. Va. 
New York, N. Y. 
Jacksonville, Fla. 
Detroit, Mich. 


Cambridge, Mass. 

Chicago, 111. 
Philadelphia, Pa. 
Portland, Maine 
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What the 



Courts Say 


Not Affected by Special 
Provisions 

I F a building material dealer gives or 
takes commercial paper, one of the 
outstanding earmarks, so to speak, is 
that it calls for the payment of a “cer¬ 
tain sum in money.” If a promissory 
note, for instance, calls for the payment 
of a certain sum of money in a certain 
time at a certain rate of interest, it is a 
mere matter of arithmetic to ascertain 
exactly how many dollars and cents will 
be needed to “take up” the note on its 
due date. 

A certain South Dakota note, how¬ 
ever, was drawn in the usual form, but 
called for “interest at the rate of 6 per 
cent per annum from date if paid when 
due; if not paid when due, 8 per cent 
from date,” and the Supreme Court of 
that state was called upon to decide 
whether this proviso rendered the docu¬ 
ment non-negotiable. 

“Until the note falls due nobody 
knows whether it will be paid at matur¬ 
ity or not and if you don’t know that, 
you don’t know what rate of interest to 
charge, and if you don’t know the rate 
of interest, how can you say that it 
calls for a sum certain?” the non- 
negotiable side contended. 

“Whenever the maker pays the note, 
anyone with a stub pen and a common 
school education can figure up exactly 
what the note will call for, and that’s 
all the law requires,” the other side re¬ 
torted. 

“According to the weight of authority, 
neither a provision that a note bearing 
no interest if paid at maturity shall bear 
interest from date if it is not so paid, 
nor a provision that it is to bear a 


higher rate from date if not paid at ma¬ 
turity, or a lower rate than that therein 
specified if paid at maturity, renders it 
non-negotiable,” said the court in de¬ 
ciding in favor of the negotiability of 
the instrument. 

In passing it might be pointed out 
that while there are some decisions the 
other way, the majority of the state 
courts that have passed upon the points 
have decided that such a document is 
negotiable. 


She Changed Her Mind 

I F a female stockholder gives a dealer 
a proxy to vote her stock at the ap¬ 
proaching meeting of the corporation, 
exercises the feminine prerogative of 
changing her mind, notifies the con¬ 
tractor that the proxy is revoked, and 
both appear at the meeting, and de¬ 
mand the voting privilege, who should 
be allowed to vote the stock? 

On this point the law is in favor of 
the female, on the ground that the 
proxy is a mere power of attorney, re¬ 
vocable by the grantor at will. 


Silence Gives Consent 


<* , \V7E’RE going to sell our Elko 
W stock,” the director of the ma¬ 
terial corporation averred. 

And the silent director opened not his 
mouth, neither had assented nor ob¬ 
jected. 

Could it be said that, legally speak¬ 
ing, the director had “assented”? In 
the case of Patterson vs. Stewart, 41 
Minn. 84, the Court ruled that “silence 
gives consent.” 
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Coming 



October 24-25-26 — NATIONAL 
Retail Lumber Dealers Association, 
annual convention at Chicago, 
Palmer House headquarters. Adolph 
Pfund, secretary, Hearst Building, 
Chicago. 

December 6 - 7 - 8 — NATIONAL 
Builders’ Supply Association, an¬ 
nual convention, Memphis, Tenn. 
Hotel Peabody convention head¬ 
quarters. Frank Dunning, man¬ 
ager, Guarantee Title Building, 
Cleveland. 

December 5-6-7-8—SOUTHERN 
Builders’ Supply Association, an¬ 
nual convention, Memphis, Tenn. 
Hotel Peabody, convention head¬ 
quarters. R. L. McChesney, secre¬ 
tary, 814 Howard Avenue, New Or¬ 
leans, La. 

January 9-10—EASTERN PENNA. 
Building Material Dealers Associa¬ 
tion. Annual convention at Phila¬ 
delphia. Henry F. Richter, secre¬ 
tary, Easton, Pa. 

January 21-22-23—OHIO Build¬ 
ers Supply Association, annual con¬ 
vention at Toledo. Ed C. Kinney, 
executive secretary, Huntington 
Bank Building, Columbus, Ohio. 

January 24-25 —WEST VIR¬ 
GINIA Lumber & Building Supply 
Dealers Association, annual conven¬ 
tion at Wheeling. R. C. Mossman, 
secretary, Huntington, West, Va. 

February 13-14-15 — ILLINOIS 
Lumber & Material Dealers Asso¬ 
ciation, annual convention, Edge- 
water Beach Hotel, Chicago. J. F. 
Bryan, secretary, 431 So. Dearborn 
St., Chicago. 

February 19-20-21—WISCONSIN 
Retail Lumbermen’s Association, 
annual convention, Milwaukee Au¬ 
ditorium, Milwaukee, Wis. D. S. 
Montgomery, secretary, Plankinton 
Building, Milwaukee. 


Lady—“Isn’t it wonderful how a 
single policeman can dam the flow of 
traffic?” 

Boy—“Yes, grannie; but you should 
hear the truck drivers.” 



Venetian Style 


Hess Snow-White Steel Medicine Cabi¬ 
nets are as staple as cement and sand. 

Six styles— Six sizes. 

Write for our liberal terms which allow 
you the quantity discount on yearly 
purchases, not requiring you to carry a 
stock, also special rates on samples pur¬ 
chased for display purposes. 

Hess Warming & Ventilating Company 
1228 South Western Avenue., Chicago, Ill. 



CoTs^ 


Bag Handling 

TRUCK 


dust-proof 

HOUSINGS 


d /f PERFECTLY BALANCED truck designed 
C/Z especially for safe and rapid handling of ma¬ 
terial in cloth or paper bags. 

Heavy steel curved toe plate permits easy and 
quick discharging into piles without rehandling. 
Perfect balance eases operator's load and enables 
truck to stand upright, loaded or unloaded. 


THE COLSON CO., Elyria, Ohio 

STORES IN ALL PRINCIPAL CITIES 
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Obituary 


M rs. henriette e. roth, of 

Sheboygan, Wis., president of the 
Sheboygan Lime Works, passed away at 
her home in Sheboygan, in her 88th 
year. Mrs. Roth was well known in the 
lime manufacturing and building mate¬ 
rial industries. She became president 
of the Sheboygan Lime Works follow¬ 
ing her husband’s death in 1887, and 
was active in the affairs of the company 
almost to the day of her demise. In 
fact, Mrs. Roth attended a meeting of 
the board of directors of the company 
July 16. She was also treasurer of the 
Roth Building Supply Company, which 
was organized in 1920. Miss Elfrieda 
H. Roth, a daughter, succeeds her as 
president of the Sheboygan Lime Works. 

John W. Boardman, vice-president in 
charge of sales of the Huron Portland 
Cement Co., Detroit, Mich., passed away 
in the early morning of August 3rd. 

Adopt Form Lumber Grade 

OR the purpose of setting aside all 
questions as to waste which develops 
when plain-end, common lumber is used 
for concrete form making and for 
sheathing and sub-flooring, the End- 
Matched Bureau of the Southern Pine 
Association has adopted two new grades 
for “End-Matched Concrete Form Lum¬ 
ber” and for “End-Matched Sheathing 
and Sub-Flooring.” These are names 
which should be used by dealers, archi¬ 
tects, engineers and contractors. The 
older grade names no longer apply. 

End-Matched Concrete Form Lumber 
is a special grade of end-matched South¬ 
ern pine, 6-inch boards with either 
tongue and groove or shiplap. That is, 
it may be ordered S2SCM or S2SSL. 
For strength purposes it is earnestly 


suggested by the bureau that the CM 
(or D&M) be ordered. 

This special grade of concrete form 
lumber is used by the contractor and 
builder without waste of lumber, for he 
does not have to cut out any defects. 
Whatever defects may have been in the 
board which might be injurious to good 
form building are cut out at the saw¬ 
mill; the piece is squared and end- 
matched. 

End-matched sheathing and sub-floor¬ 
ing is another special grade. It is to be 
used for sheathing and sub-flooring and 
should not be employed in concrete 
form lumber. It lays up to a solid 
wall or sub-floor without saw waste. 
Again it is suggested to use the D&M 
6-inch, end-matched boards, since a 
complete bond of wood is thus formed 
and the insulation which is so much 
needed is supplied. 


Kalmantruss Joist a New 
Product 

HE Kalman Steel Company, re¬ 
cently announced a new product of 
interest to building material dealers, 
namely, the Kalmantruss Joist. This 
joist is a lightweight double-lattice steel 
truss, made out of one piece of steel 
without welds, bolts or rivets in tension. 
The joist is accompanied by a complete 
line of newly designed accessories for 
placing, spacing and supporting it. A 
special catalog has been issued show¬ 
ing by text, picture and diagram the 
installation of the joist and how the 
accessories speed up erection and help 
cut erection costs. The new line repre¬ 
sents a big step forward in the building 
of homes in which the fire hazard is re¬ 
duced to a minimum, as the joists make 
for floor construction that is not only 
safe and economical, but a genuine bar¬ 
rier to basement fires. Copy of catalog 
may be had by addressing the Kalman 
Steel Company, Chicago. 
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Nu-Wood—New Insulant and 
Plaster Base 

N U-WOOD is the name of a rigid, wood- 
fibre, insulating wallboard and plasterbase 
recently put on the market by the Wood Con¬ 
version Company of Cloquet, Minn. In the 
manufacturing process, portions of white pine 
and other coniferous trees which cannot be 
used for lumber, but which are of sound fibre, 
are reduced to chips, cooked, washed and 
shredded. The pulp is then conveyed to a 
mechanically operated press which exerts a 
pressure exceeding 1,000 tons. The water is 
expelled, and the mass formed into a homo¬ 
geneous board of uniform thickness with a 
pleasing textured surface. From the press the 
board is moved to the dryers, after which it 



Nu-Wood in main auditorium of 
armory at Duluth , Minn . 

is cut to exact size and wrapped, six boards 
to the package, in heavy paper. 

Nu-Wood is characterized by the manufac¬ 
turers as a many-purpose board, suitable for 
all purposes where structural as well as in¬ 
sulating properties are required. It is highly 
water-resistant and remarkably free from ex¬ 
pansion and contraction. 

This is the first time any single manufac¬ 
turer has offered both the flexible and the 
rigid types of insulating. According to Gen¬ 
eral Manager E. W. Davis, Nu-Wood will serve 
as a companion to, instead of a competitor 
of, Balsam-Wool. 

“Being rigid, it cannot, of course, be tucked 
into out-of-the-way places like the blanket. No 
rigid product can equal a flexible one in insu¬ 
lating value because of the greater density re¬ 
quired to insure rigidity. But this board can 
be used with complete satisfaction wherever 
a board form of insulation is desired.” 



THE ORIGINAL BUILT-IN MAIL BOX 

New! 

Replaces the un¬ 
sightly, rust¬ 
collecting, out¬ 
side mail box. A 
complete unit, 
adjustable to 
any wall thick- 
ness. Eight 
styles, beautiful 
face plates. 
Priced $4.75 to 
$12.00. Write us. 


Liberal dealer 
terms 




PENN-GREG MFG. CO. 


810 University Ave. St. Paul, Minn. 


IN PHILADELPHIA 

Your Choice Should Be 

The 

HOTEL MAJESTIC 

Broad St. and Girard Ave. 

400 Large Rooms 

Only Hotel in Philadelphia 
with a Subway Entrance 
from Main Lobby 

Most Moderate Rates! 

Single Room, running water....$2.00 

For Two. 3.50 

Single Room, private bath. 3.00 

For Two.5.00-6.00 

Wire at OUR Expense for 
Reservations 

Jno. C. Gossler Manager-Director 


Please read page sixty-eight 
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What’s New 


New Ideal Concrete Products 
Plant Mixer 

HPHE mixing plant is an important factor *in 
A establishing the rate of production of 
block, brick and tile machines, and contributes 
largely to the quality of the units turned out 
by a concrete products plant. The Consoli¬ 
dated Concrete Machinery Corporation of 
Adrian, Mich., has just put on the market a 
new concrete products plant mixer. The im¬ 
portant features are a short, deep drum which 
gives speedier, better mixing, Strenes metal 
liners which carry a two-year money back 
guarantee, an extra large discharge door which 



The new Ideal mixer 

swings on links, forged mixing blade with re¬ 
newable Strenes metal face, and heavy round 
shaft with floating collar keyed to shaft pre¬ 
venting concrete working into bearing. All 
blades, liner and drum shells are fastened 
with flat-head plow bolts. The mixer may be 
had with mixing paddles in lieu of spiral 
blade, if preferred. Complete information in 
regard to the mixer will be forwarded 
promptly upon request. 

Link-Belt Announces New Two- 
Yard Shovel 

INDICATIVE of the trend toward the more 
1 powerful, greater capacity machines for 


handling materials, quarrying, excavating and 
other places where large production is re¬ 
quired, is the announcement by the Link-Belt 
Company of Chicago, Indianapolis and Phila¬ 
delphia, of the addition of a full two-yard 
capacity machine to its line of crawler ma¬ 
chines, shovels and drag lines. The new ma¬ 
chine is known as the K-55, which may be 
driven with gasoline engine, electric motor or 
Diesel engine drive. It is characterized as a 
powerful, heavy duty, all-purpose two-yard 
machine. Full information will be furnished 
by the Link-Belt company upon request. 


Round-Square Flue Lining 

A FLUE lining known as “round-square” 
lining is manufactured by W. S. Dickey 
Clay Mfg. Co., Kansas City, Mo. 

On the outside the flue lining is square 
in cross section, making it fit very nicely in 
the brick construction, while inside it is 
round, providing the circular flue which is 
considered to give greater efficiency of draft. 

It is furnished in stock sizes fitted to vari¬ 
ous requirements and with outside dimensions 
the same as for corresponding sizes in the 
ordinary square flue lining. 

Exterior Cold Water Paint 

A N exterior cold water paint suitable for 
application either with a hand brush or 
a spray gun, bearing the trade name Texolite, 
is announced by the United States Gypsum 
Company, Chicago. It comes in white powder 
form, and is mixed with water on the job. 
Texolite, it is claimed, is suitable for applica¬ 
tion over any clean masonry surface, or over 
any painted surface that is in good condition. 


Heath Cubes 

’THE Heath Cube Service of Columbus, 
A Ohio, will send to you upon request copy 
of a recently issued Handbook of Heath Cube 
Masonry, detailing the structural properties 
of Heath Cubes and a detailed analysis of 
their application. Heath Cubes are standard¬ 
ized hollow tile units dimensioned according 
to the established measurement of brick work. 
This handbook will give you a new concep¬ 
tion of hollow tile construction. 
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Red Line Steel Basement 
Windows 

T HE Ideal Steel Products Co., Chicago, 
styles its steel basement window the Red 
Line basement window, the name being de¬ 
rived from a red line running vertically up 
each side of the'window, about one inch from 
the edge, to serve as a guide in bricklaying. 


The new Red Line basement window 

Insertion or removal of the sash from the 
frame is a simple matter. There are no hinge 
pins or cotter pins to remove. The sash is 
supported by two pins resting in two lugs or 
sockets—removal of sash being merely a mat¬ 
ter of lifting the sash to remove pins from 
sockets. The Ideal Steel Products Company 
is also specializing in steel milk service cabi¬ 
nets and steel medicine cabinets. 


Portables with Shaker Screens 

P ATENTS have recently been granted to the 
Northern Conveyor and Manufacturing 
Company of Janesville, Wis., covering the 
combined use of shaker screens and portable 
conveyors. This unit constitutes a complete 
portable loading and screening plant, which 
many building material dealers could use to 
advantage. 


SALES DIRECTOR WANTED 

Experienced Sales Director. One having 
years of experience in selling and directing 
sales organization both inside of office and 
outside, for a large builders’ supply organi¬ 
zation. We want someone with a good record 
for this job, and if you can fill the bill you 
can write your own ticket. Address Box 77, 
care of The Buildinc Material Merchant. 



COMMODORE 
CLUB HOTEL 

351 West 42nd Street 

West of 8th Ave., New York City 


400 Rooms 400 Baths 


A Club Residence for Men and 
Women in the heart of the city , 
one block from Broadway 


Room, Bath and Shower 
$2.50 per day 

For 2 Persons—$3.50 
per day 


Please read page sixty-eight 
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The Building Material Merchant 




HOW DO 

YOU LIKE IT? 


iiiiiiiiiiiiiiiiiiiiiimiiiiiiimiiiiiiimiiiiiiiiiii; 


This paper is especially edited to help you 
make more money out of the building mate¬ 
rial business. If you want it to come regu¬ 
larly 

Without Cost 


Just fill out the form below and mail this 
sheet to us. 


Editor, The Building Material Merchant & Building Materials 

139 North Clark Street, Chicago, Ill. 


The items checked are the 

□ Sand and Gravel 

□ Crushed Stone 

□ Cement 

□ Mortar and Cement Colors 

□ Cement Hardeners 

□ Waterproofing 

( Lum P> (Hydrated) 
□Bricklayers’ Cement 

□ Stucco 

□ Gypsum Products 

□ Fire Brick 

□ Face Brick 


ones we sell at retail: 

□ Building Tile 

□ Clay Products 

□ Reinforcing Materials 

□ Metal Lath 

□ Wire Mesh for Plaster 

or Stucco Base 

□ Steel Sash 

□ Coal Chutes 

□ Roofing—Building Paper 

□ Insulation 

□ Wall Board 

□ Lumber 


□ Mill work 

□ Contractors’ Equipment 

□ Mixing Boxes 

□ Hardware (Builders) 

□ Fencing and Gates 

□ Fireplace Fixings 

□ Glass 

□ Paints 

□ Built-in Furniture 

□ Medicine Cabinets 

□ Coal 


We also operate 

□ Motor Trucks 

□ Cranes 

D Conveyors 

□ Loaders 

□ Storage Bins 


We job (or wholesale) 


□ Silos 

□ Scales 

□ Saw Mill 

□ Planing Mill 


the following. 


□ Central Mixing Plant— 
Concrete 

Q Central Mixing Plant— 
Lime 

* □ Concrete Products Plants 


We want The Building Material Merchant & Building Materials sent to us frie each month' 
Name...... 


Address. 


| City and State. | 

1 9-28 . | 

*..... . ... . . . ............. nm „„,i 

Please read page si.rty-eight 
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Speed! 

Plus Dependability! 

Plus Economy! 


Measured by these three standards, 6 6 Built Better" 
Northerns register 100% 


What More Do You Need to Get Results? 


Speed: 

Simplicity of 
design insures 
greater capac¬ 
ity. 

Greater capac¬ 
ity results in 
more material 
handled per 
hour. 



Economy: 

Low mainte¬ 
nance cost. 

Time saved in 
operation 
means money 
saved. Time is 
money. 


Dependability: Fewer working parts to get out of order. 
Guarantees long-wearing, trouble-free, economical Service. 


Write for further information 

Northern Conveyor & Mfg. Co. 

JANESVILLE, WIS. 


Please read page sixty-eight 
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The Building Material Merchant 


It is no trouble for you to smile when a slow 
pay customer sends in his check—but the 
smile that is really 

A PROFITABLE 
SMILE 

is one that registers on 
your customer’s face 
when he is paying you. 

A smile at that time 
means that he is still 
your customer and that 
everything is “jake.” 

“Ole Bill” 

has a very winning personality. He never offends and his humorous wisdom 
puts the crabbiest debtor in good humor. Hundreds of merchants have success¬ 
fully used his touching help AND HE GETS THE MONEY, TOO. What 
does he charge? Why, “Ole Biir is a fair minded old duffer. He will help you 
collect a thousand accounts and charge you only a fraction of a cent for each 
help. He works in the form of a thousand attractively colored collection stamps, 
--perforated and bound in book form and 

•n. d -u* M 4 „ . * made in many different designs to meet 

The Building Material Merchant, I ~ _ . b 

139 No. Clark st., Chicago, 111. ■ different collection conditions. 

Please mail a book of Ole Bill collection | 

dc^ha-eiHth for * 2 * 00 which “ 1 He as ^ s f° r mone y with a smile. Try 

■ him out; he is bound to help and cannot 
- | p OSS ibiy harm. 




Please read page sixty-e^ght 
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Use HEIL Equipment 
in Every Season 



Heil Hand Hoists and Heil Com¬ 
bination Bodies are serviceable 
throughout the year. In the sum¬ 
mer this equipment hauls and dumps 
lumber, sand, cement and building 
materials, while in the winter it de¬ 
livers coal efficiently and econom¬ 
ically. Can be mounted on any 
make or model truck. Heil Hoists 
and Bodies cut delivery costs and 
assure you bigger profits. Send cou¬ 
pon below, today, for complete 
information. 



This Heil “3-in-l” Combination Body 
can be easily adapted for hauling lumber 
by removing sides and extending tail gate 
level with floor. 

- CLIP THIS COUPON —- 

mHEILe% 

1220-90 Montana Ave., Milwaukee, Wis. 

Please send me complete information 
about Heil Hoists and Bodies for the 
building material merchant. 

Print Name .. ........... 

Firm Name .. 

Address .;.. 



Ji 




Please read page sixty-eight 
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ANTI-HYDRO” Keeps Driving Rains and Salt Sea 
Air from Penetrating and Staining This Building 

■ M/M«nrU i U I , 1_ 1 i I • • . _ < 


Although this large hotel is situated on 
the ocean front at Asbury Park, New Jersey, 
the walls are always dry and the brick can¬ 
not stain from efflorescence coming from the 
mortar joints. That’s because the cement 
mortar is mixed with “ANTI-HYDRO.” 

Driving rains, wintry winds and salt sea 
air have no effect on this masonry. 

“ANTI-HYDRO” waterproofs and damp- 
proofs Portland cement mortar, and concrete 
permanently. Its small additional cost guar¬ 
antees dry and stainless walls and is a prof¬ 
itable investment for any building, large or 


small. 

Being a liquid compound which mixe« 
readily with water, “ANTI-HYDRO” is ex¬ 
tremely easy and economical to use. Nc 
additional labor is required for the mixing. 
And in addition to its many other advan¬ 
tages, “ANTI-HYDRO” makes cement mor¬ 
tar extremely plastic so that it spreads more 
easily. 

Our money making sales plan is attract¬ 
ing dealers everywhere. Exclusive territory 
and real 100% co-operation. Write NOW 
for details. 


ANTI-HYDRO WATERPROOFING CO. 


265-269 Badger Avenue 


Newark, New Jersey 



Every Sale Makes a Friend 



KOLSTAD 
Mail Boxes 

A live line that 
has quick approval 
from the home 
buyer. 

Popular styles 
and sizes for 
frame or brick 
buildings. 

All metal—sub¬ 
stantial—absolutely weatherproof. 

Attractive dealers* proposition. 
Use coupon below. 


KolstapM AIL BoxCn 

318D W. 1st St., Duluth, Minn. 

Please send me the New KOLSTAD catalog. 

Name... 

Address... 


How to Make and 
Sell Concrete 
Specialties 

A new and authoritative book 
on the subject which covers the 
problems involved in the Sale 
and Manufacture of Concrete 
Burial Vaults, Concrete Floor 
Tile, Concrete Posts, Concrete 
Sills and Lintels, Concrete 
Roofing Tile, Concrete Septic 
Tanks and Concrete Silo Staves. 

Price $1 postpaid 
Concrete Publishing Co. 

Department A 

139 North Clark Street 
Chicago, Ill. 


Please read page sixty-eight 
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D EALERS every¬ 
where are pro¬ 
tecting themselves and 
their customers from 
loss by selling cement 
and plaster in Bates 
Multi-Wall Paper Bags. The 5 
tough, pliable walls of Bates 
Bags give materials positive 
all-weather protection from 


moisture. You can 
pile these bags any¬ 
where and when they 
are opened they will 
deliver 100% of their 
contents to the mixer 
in perfect condition. Handle 
cement and plaster on a no¬ 
loss basis, in Bates Multi-Wall 
Paper Bags. 


BATES 

UluM-WoM 

PAPER 

BAGS 


-no loss 


Bates Multi-Wall Paper Bags are made by the Bates Valve Bag Corporation in 8 modern plants 

throughout the country 


Baths valve bag Corporation 


35 East Wacker Drive - - Chicago 


BATES PAPER BAGS 

Please read, page sixty-eight 
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The architect is pleased when his client calls up 
and grows enthusiastic about the fine plaster 
work in the new building. The careful architect 
gets results by working with an experienced plas¬ 
terer. Reliable plasterers often insure their jobs 
by using .Ohio White Finish exclusively. 

Stock the original Ohio White Finish and 
you'll attract the trade of the best plasterers 
—and make every one of them a repeat order 
customer. 


THE OHIO HYDRATE & SUPPLY CO. 

WOODVILLE, OHIO 
"The Lime Center of the World” 

Charter Member of The Finishing Lime Association of Ohio 


OnoMf 


It always comes in Red Zig Zag Bags 
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